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Stories of the Week 


At a rally for Senator Nixon in 
Salt Lake City, the Utah Director of 
Republican Women's Clubs presented 
Mrs. Nixon as: 

“The next wife of the Vice-Presi- 
dent of the United States.” 

Falling into that stumbling, fum- 
bling swing of errors, a tongue- 
twisted party worker introduced Mr. 
Nixon. 

“I give you,” he faultered, “the 
honorably Richard Dixon.” 

An inebriated guest leaned too far 
out of his hotel window and fell out 
—onto the sidewalk below. Quickly 
a crowd gathered ‘round his pros- 
trate body. 

Seeing the crowd a cop elbowed his 
way through to the center. 

“What's going on?” he bellowed. 

“Darned if I know,” the drunk 
mumbled. “I just got here myself.” 

At the pearly gates St. Peter con- 
fronted a newly arrived soul. St. 
Peter's records showed that the ap- 
plicant had been a miser on earth. 

“And what did you ever do for 

’” challenged St. 


“Well, once I gave a beggar a 
dime.” 
“Is that all?” 


Salvation Army Christmas pot.” 
St. Peter turned to his assistant. 
“Give this lost soul his 15 cents 
back and tell him to go to Hell.” 


Gags of the Week 


“The husband that has to get his 
breakfast downtown is liable to be 
late for supper.”--ABE MARTIN (Kin 
Hubbard). 


of shoes.”—Brinewell (Dow Chemi- 
cal Co. house organ). 


Industry Sportsmen’s News 


In order to accommodate all the 
news which affects your business, 
AIR CONDITIONING & REFRIGERATION 
News has a strict rule against 
printing pictures of newborn babies, 
doted-upon grandchildren, fishermen 
with their hooked fish, and hunters 
alongside defunct wild animals. 
Otherwise we could publish little 
else-—so many such photographs do 
we receive. 

It is worthy of note, however, that 
H. L. Consley (whom many readers 
know) recently shot a grizzly bear 
near Jackson Hole, Wyo. We are in- 
formed that a grizzly bear is bagged 
rarely any more—only two in the 
last five years. 

Accompanying friend Consley on 
this hunting trip were John Dube, 
president of the Alco Valve Co., Arley 
Baker and two wholesalers: Harold 
McCombs from Denver and Carter 
Dennis from Sioux City. 

Ironically, mighty hunter Dube 
flushed ‘the grizzly bear, but it was 
lucky Consley who got the lethal 
shot. 


Thoughts mn the Election 


The power of words to influence 
elections is tremendous. Many politi- 
cal analysts aver that Harold Ickes 
tipped the scales against Wendell 
Willkie by calling him “the barefoot 
boy from Wall Street.” 

And there are those who say 
Democratic Governor Allen Shivers 
of Texas has damaged Stevenson by 
dismissing him as “Truman with a 
Harvard accent.” You hear that 
phrase of everywhere. 

Incidentally, it's fashionable to 
blame poor Harry Truman for a 
great many of our troubles today. 
But we shouldn't forget that he in- 
herited the most crucial problems we 
face 


(Concluded on Page 6, Column 1) 
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‘Ingenuity Contest’ Suit Claims Colorado Special Dept. To 


Will Tie In with 
Miami Conference 


WASHINGTON, D. C. — Got a 
gadget, Mr. Refrigeration Service 
Engineer” 


If you have one that you think is 
something special, you might win a 
prize (cash money) by entering it in 
the “Ingenuity Contest” which is be- 
ing held in conjunction with the 10th 
Refrigeration and Air Conditioning 
Educational Exhibit and Conference 
Dec. 5, 6, and 7 at Miami, Fla. 

The contest is open to any service 
engineer attending the Miami Exhibit 
and Conference. Entries should be 
submitted in person or sent by pre- 
paid express to the Ingenuity Contest 
Committee, Refrigeration and Air 
Conditioning Exhibit and Conference, 
Municipal Auditorium, Miami, so as 
to reach the committee no later than 
Dec. 4, 1952. 

The Educational Exhibit and Con- 
ference committee of Refrigeration 
Equipment Manufacturers Associa- 
tion is awarding cash prizes of $100, 
$50, and $25 to the three best entries 
submitted to this contest of gadgets. 

Purpose of the contest is to reward 
and encourage refrigeration service 
engineers in their own development 
of devices that help them do a better, 
easier, and faster job in their daily 
work. 

Many service engineers have used 
ingenious methods to develop special 
tools such as a wrench to get into 
tight places or for special fittings 
. @ puller for motor stators, pul- 
leys or gears . . . a fixture for lining 
up pipes .. . electrical systems 
(Concluded on Page 4, Column 4) 


Norge May Announce 
Expanded Line Nov. 10 


CHICAGO—-An expansion of its 
line is expected to be announced by 
Norge Div., Borg-Warner Corp., 
when the company presents its 1953 
appliances to distributors on Nov. 10. 
The meeting for distributor principals 
only has been set for the Knicker- 
bocker hotel here. In addition to in- 
troducing the new line, Norge will 
also reveal 1953 merchandising and 
advertising plans. 


Study Finds Germs, 
Hair In Ice Served 
In Public Places 


CLEVELAND—What can and often 
does happen to crushed and cubed 
ice between the time it is made and 
served to the public gives him the 
cold shivers, a scientist indicated re- 
cently. He thinks something ought to 
be done about the situation. 

V. D. Foltz of the Kansas Agricul- 
tural Experiment Station in Manhat- 
tan, Kans., says such ice may be un- 
sanitary, full of germs, or contami- 
nated with dirt, pieces of hair, or bits 


the American Public Health Associa- 
tion. 
Foltz based his findings on a study 


BBB Statements Hurt 
Freezer-Food Plan 


Pian, Inc., the state's leading promo- 
tion of freezer-food plans. 

The company charges in its suit 
that the Better Business Bureau has 


A few months ago similar action 
brought against the BBB in Phoenix, 
Ariz. by the group with which the 
Denver firm was then affiliated re- 


its president, according to officials 
of the Denver firm. 

Purpose of the Denver suit, it was 
intimated, was to obtain a similar re- 
traction rather than actual damage 
claims. 

In the six months that Colorado’s 
(Concluded on Page 7, Column 1) 


Chicago Butchers OK 
Self-Service Meats 


CHICAGO—In the first agreement 
of its kind in the Chicago area, locals 
of the Amalgamated Meat Cutters & 
Butcher Workmen (AFL) gave 
Jewel Tea Co. permission to sell pre- 
packaged fresh meats on a self-serv- 
ice basis in the company’s 156 stores. 

The union had banned self-service 
meat sales in Chicago stores on the 
ground that women would replace 
men butchers. Locals of the union 
in this area were the last in big 
cities of the country to hold out 
against the merchandising method. 

The union agreed to remove its 
ban in return for a $10 weekly pay 
raise for nearly 800 affected mem- 
bers. However, the company said it 
would not begin pre-packaging opera- 
tions until the pay increase is ap- 
proved by the Wage Stabilization 
Board. 

About 8,000 butchers in other 


(Concluded on Page 4, Column 1) 


Handle G-E Room 
Coolers, Freezers 


LOUISVILLE, Ky.—Establishment 
of a specialty refrigeration products 
department to have responsibility for 
home food freezer and room air con- 


Linder reported also that the divi- 
midifier and that this would be in- 


humidifier presently is being pro- 
duced on a test basis and is not ex- 
pected to reach the market for some 
time. Details of the new 

were not disclosed. 

Linder said that food freezers and 
room air conditioners had been 
grouped in one department to give a 
better balance of operations for the 
division's product departments. 

The room air conditioner business 
was transferred from the air condi- 


(Concluded on Page 17, Column 3) 


NEMA Refrigerator Sales 
For August Up 85,000 


NEW YORK CITY—Over 85,000 
more household refrigerators were 
sold in August by member companies 
than in the same month of 1951, ac- 
cording to statistics released by the 
National Electrical Manufacturers 
Association. 

However, August sales were more 
than 93,000 units under the July, 1952, 
total. 

Unit sales in August by 16 firms 
amounted to 272,985, compared with 
187,603 a year ago and 366,372 dur- 
ing July. 

Sales for the first eight months of 
1952 lagged behind the like 1951 
(Concluded on Page 17, Column 5) 


Factor In Recovery 


Therapeutic Value of Air Conditioning 


Hospital Rooms Is 


PHILADELPHIA—Temperature of 
hospital rooms can be as important 
to the patient’s recovery as it is to 
his comfort, delegates to the Ameri- 
can Hospital Association's 54th an- 
nual convention here were told re- 
cently. 

Dr. Darell Boyd Harmon, of Aus- 
tin, Texas, a nationally known psy- 
chophysicist, pointed out that scien- 
tifically proper room temperatures 
can strongly support normal thera- 
peutic procedures in a patient’s re- 
covery. 

Speaking at a special luncheon- 
meeting sponsored by Minneapolis- 
Honeywell, Dr. Harmon told some 
200 hospital administrators, archi- 
tects, consultants, and public health 
officials that “comfort is only one of 
many temperature factors affecting 
the patient's well-being.” 

Actually, Dr. Harmon continued, 
there are three distinct stages in a 
typical non-surgical patient’s hos- 
pitalization that require precise room 


Equal to Comfort 


other words, by inducing fever to 
‘burn-up’ the germ invaders. 

“To obtain the most biological ad- 
vantages from a fever it must be 
kept within known limits for the par- 
ticular infection—an operation re- 


“A cool room, for instance, will 
draw too much heat away from the 
patient’s body—with possible fatal 
results. On the other hand, a room 
too hot will bottle the fever up with- 
in the patient, causing it to reach 


passed, the Texas psychophysicist 
said that a more moderate tempera- 


Appliance Mfrs.’ 
Ste«,-cut to 
1 “sf Pre-Korea 


Undelivered 4th Quarter 
Allotments May Be Added 
To Ist Quarter Quantities 


WASHINGTON, D. C.-—Appliance 
manufacturers are going to be al- 
lotted for the first quarter of 1953 
only 33% of the steel they used in 
an average pre-Korean quarter, the 
National Production Authority an- 
nounced recently. NPA officials, how- 
ever, believe that the manufacturers 
will actually get much more steel 
than that because they will be able 
to accept delivery in the first quarter 
on steel that they were allotted but 
were unable to get during the fourth 
quarter of this year. 

The auto makers, who were also 
chopped down to the one-third of base 
period level, argue that this won't be 
so because steel makers are turning 
out steel at such a rate that they 
will not have any fourth-quarter 
backlogs by the first of the year. 

NPA officials, however, disagree 
with this reasoning and say that they 
will cross that bridge when they come 
to it. 

NPA Chief Richard McDonald even 
thought that some consumers dur- 
ables manufacturers might not even 
want the extra fourth-quarter steel. 
He said: 

“If this carry-over provision is not 
used by steel consumers we would 
accept that fact as evidence that 
steel production is cutting into the 
large backlog of civilian steel orders. 
In such a case we should be ready 
to issue supplementa!] allotments for 
the shapes and forms in which open 
capacity develops at the steel mills.” 

McDonald declared that appliance 
makers are reporting that their in- 
ventories are being depleted and they 
want more steel in this quarter. 
Small appliance makers particularly, 
he said, feel that they won't have 
enough steel to meet demand during 
their peak Christmas season. 

He said that the consumer durable 
goods division has received requests 
for more steel for the fourth quarter 


(Concluded on Back Page, Column 4) 


NPA Clears Way for 
500 Commercial Projects 


WASHINGTON, D. C.—Allotments 
of controlled materials for the con- 
struction of 500 cial, ici 
pal, entertainment, and _ religious 
projects throughout the country with 
an estimated cost of almost $100 mil- 
lion were announced recently by the 
National Production Authority. 

NPA said about 50% of the projects 
will receive their materials in the 
fourth quarter of this year and 40% 
in the first and second quarters of 
1953. The remaining 10% received 
materials during the third 1952 quar- 
ter. 


A breakdown of the allotments in- 
dicates that New York leads the list 
of states with 44 projects with an 
estimated cost of close to $14 million. 
California is next, with 38 projects 
costing $5 million, and Texas third, 
with 36 projects costing approxi- 
mately $6 million. 


(Concluded on Page 4, Column 4) 
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Woolworth’s San Francisco 
Store To Sell Poultry 


From Refrigerated Cases 


SAN FRANCISCO... At least $5,000 
worth of cut-up and eviscerated poul- 
try ia expected to be sold weekly in 
the 150-aq. ft. poultry and cold cuts 
department in F. W. Woolworth Co.'s 
new store which is located on Market 
Mt. here 

Imported and domestic cheese also 
will be sold by the department, 
which contains 22 lin. ft. of refriger- 
ated cases. The section has been 
leased to Frank Fragomeni & Sons, 
local poultry dealer 

Fow! will be cut up at the Frago- 
meni store on Steiner St. and de- 
livered to the department twice daily 
Pre-packaged eviacerated fowl will 
be displayed in baskets and cut-up 
chicken offered separately or on 
platters, Customers will be able to 
select any combination and quantity 
of pieces desired 

The department is located on the 
street floor where the traffic is 
heaviest 


| Report on Holding Time for 


Frozen Orange Concentrate 


PITTSBURGH Consumers can 
safely hold frozen orange concen- 
trate at 32° for eight days and at 
41° for four days, research conducted 
at the University of Pittsburgh has 
shown 

Samples held at room temperature 
(77°) were found to be off in flavor 
at the end of 24 hours and definitely 
fermented at the end of 48 hours, the 
researchers reported 
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FTC Decision Bans Contracts That Would Prevent 
Dealers from Handling Competitive Lines, Parts 


WASHINGTON, D. C.-The type 
of a contract which calla for a dealer 
to handle a manufacturer's line exclu- 
mvely, including parts, accessories, 
and components, has been on its way 
out for some time, and its death knell 
would seem to have been sounded by 
a recent decision made by a Federal 
Trade Commissioner Examiner in the 
case of Harley-Davidson Motor Co 

In the initial decision made follow- 
ing the hearing on its complaint 
which charged the Harley-Davidson 
Motor Co. with violation of the Clay- 
ton Act and use of unfair methods 
of competitions and unfair acts and 
practices in commerce, the FTC is- 
sued a cease an desist order to pre- 
vent the manufacturer from 

1. Making any contract or agree- 
ment with the dealer to the effect 
that the dealer shall not deal in com- 
petitive makes of equipment and 
parts therefor 

2. Enforcing or continuing in opera- 
tion any existing contracts forbidding 
dealers to handle competitive prod- 
ucts 

In its charges against the motor- 
cycle manufacturer, the FTC de- 
clared that “in the course and con- 
duct of its business, the respondent 
has consistently followed a policy of 
requiring the dealers to whom it sells 
its motorcycles and equipment, parts, 
accessories and oil, to discontinue 
handling any competing parts, acces- 
sories, and oi] and to purchase and 
sell only the parts, accessories, and 
oil sold by the respondent.” 
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the BREWER- TITCHENER 


Corporation 


MODEL $$-5310-D with superstructure. Also 
available without superstructure. 


DISPLAY 


BINGHAMTON © NEW YORK 


It's easy to sell — that's the big news 
from dealers on this new BTC Glass 
Front Displa 
either — when this smartly-styled 
cabinet offers all of these sales-win- 
ning features: 


Case! Little wonder 


HANDSOME GLASS FRONT shows 
off foods stored inside. Roomy, fluor- 
escent-lighted interior holds a full 10 
cubic feet in 53” x 30” floor space. 


EXCLUSIVE HIDE-A-WAY LID slides 
under rear deck, out of sight, 
cabinet is opened. Lid is self-con- 
tained and fully insulated. 


PLUS THESE BTC FEATURES Quod- 
tuple Thermopane 
compartments — full-color, 3-dimen- 
sional 
enomel 
cabinet — “2 H.P. hermetic compres- 
sor — vapor-sealed insulation — lat- 
eral plate evaporators — 5-year com- 
pressor warranty. 


lass front — 4 


icture — gleaming white 
nish — all-steel bondesized 


LEARN ALL THE FACTS on the profitable 
BTC franchise by writing Brewer-Titchener to- 
doy! Be sure to ask for a copy of BTC's Gloss 
Front Display Coase Bulletin. 


BIG CAPACITY CASE BTC’: 
16 Cubic Foot Display Case. 
(Medel OC-16.) Available 
with or without superstructure. 


POLICING ACTION USED 

This policy was enforced, says the 
FTC, by the terms of the contract 
with dealers, and by the “policing” 
action of the manufacturer's field 
sales representatives. On this point 
the FTC examiner stated: 

“Respondent has pursued acts and 
practices with reference to its dealers 
which were designed to, and did, in- 
timidate such dealers and which 
caused and compelled them to pur- 
chase motorcycles and equipment, 
including parts, accessories, and oil 
solely from respondent and prohibited 
purchase from outside sources. 

“Respondent has maintained a 
force of field representatives who 
called periodically on dealers and on 
such visits would check such dealers’ 
stocks for the purpose, among others, 
of ascertaining whether such dealers 
are using or dealing in the products 
of competitors or respondent. 


DEALER WITH COMPETING 
LINES THREATENED 


“Field representatives of respond- 
ent upon making such periodic calls 
on dealers have ordered them to dis- 
pose of any outside merchandise 
found; have exacted promises from 
dealers to dispose of such competitive 
products discovered in their stock 
and have held up dealers’ contracts 
or threatened to cancel their con- 
tracts with respondent unless all 
competitors’ products were disposed 
of and such dealers confined their 
purchases exclusively to the products 
sold by respondent.” 

How this type of manufacturer- 
dealer contract and subsequent polic- 
ing of it affected the dealer, and why 


| the FTC considers it illegal, is de- 


scribed in the decision as follows: 
“The use by the respondent of the 
acts and practices hereinbefore de- 
scribed has had, and now has, the 
capacity and tendency to, and does, 
intimidate respondent's dealers and 
coerce and compel them to purchase 
motorcycles and equipment, parts, 
accessories, and oil, only from the 
respondent with the result that sub- 
stantial trade has been diverted to 
the respondent from its competitors. 
“The acts and practices of respond- 


| ent as hereinbefore described are all 


to the injury and prejudice of the 
respondent's competitors and of the 
public, and have the tendency to, and 
have, hindered and prevented com- 
petition in commerce, and tends to, 
and has, hindered competition in the 
sale of the products sold by the re- 
spondent, and has a tendency to, and 
has, obstructed and restrained such 
competition in commerce. 

“The effect of the sale and con- 
tracts for sale of motorcycles and 
equipment, parts, accessories, and oil 
on the condition, agreement and 
understanding that the purchaser 
thereof shall not sell or deal in simi- 
lar products of competitors has the 
effect of substantially lessening com- 
petition and has the tendency to 


, create a monopoly in respondent in 


the sale of such motorcycles and 
equipment, parts, and accessories and 
oil sold by respondent. 


ACTS, PRACTICES ‘UNFAIR’ 


“The acts and practices of the re- 
spondent, as herein found, constitute 
unfair methods of competition and 
unfair acts and practices in com- 
merce within the intent and mean- 
ing of the Federal Trade Commission 
Act; and the acts and practices of 
the respondent in selling and making 
contracts for the sale of motorcycles 
and equipment, parts, accessories, 
and oil on the condition, agreement 
or understanding that the purchasers 
thereof shall not sell or deal in simi- 
lar products of a competitor consti- 
tute a violation of section 3 of that 
Act of Congress entitled ‘An Act to 
supplement existing laws against un- 
lawful restraints and monopolies and 
for other purposes’ (the Clayton 
Act).” 

The FTC has entered the following 
order prohibiting such practices: 

ORDER 

“Selling or making any contract 
for the sale of any such products 
on the condition, agreement or under- 
standing that the purchaser thereof 
shall not use, or deal in, or sell the 
goods, wares or merchandise of a 
competitor or competitors of respond- 
ent; 

“Enforcing or continuing in opera- 
tion or effect any condition, agree- 
ment or understanding in, or in con- 
nection with, any existing sales con- 
tract, which condition, agreement or 
understanding is to the effect that 
the purchaser of said products shall 
not use or deal in the goods, wares 
or merchandise of a competitor or 
competitors of respondent; 

“Cancelling, or directly or by im- 
plication threatening the cancellation 
of, any contract or franchise or sell- 
ing agreement with respondent's 
dealers or with any other customers, 
for the sale of said products, because 
of the failure or refusal of such pur- 
chasers to purchase or deal exclu- 
sively in the products sold and dis- 
tributed by respondent; 

“Inducing or attempting to induce 
dealers or other customers, individu- 
ally or in groups, to enter into any 
agreement or pledge to deal exclu- 
sively in any or all of the products 
sold and distributed by the respond- 
ent; 

“The performance of any act of 
intimidation or coercion’ either 
through statements, oral or written, 
made by representatives of respond- 
ent at meetings attended by respond- 
ent's dealers or during the course of 
calls made upon dealers at their 
places of business or at any other 
place, or the use of any other plan, 
practice, system or method of doing 
business for the purpose or having 
the effect of intimidating or coercing 
respondent's dealers of other pur- 
chasers to purchase their merchan- 
dise requirements exclusively from 
respondent.” 


YOU CAN'T BEAT 
THE VICTOR 


For Every Purpose 


@ Normal Temperature Rooms 


@ Zero, Low Temperoture 
Rooms 


@ Tailor-made Rooms for any 
required temperature, 
of any desired size. 


PRODUCTS CORPORATION 
HAGERSTOWN, MARYLAND 
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Wuart’s BEHIND A TRADITION 


“You can’t tell the players without a scorecard” is the traditional 
greeting football enthusiasts hear when they approach the 
stadium. The useful tradition of numbering football players and 
printing the identification in the scorecard dates back to the game 
between Wisconsin and Chicago in 1913. This was the first 
game played in the huge Soldiers Field in Chicago. Feeling that 
the spectators would be at a disadvantage with the seats so 

much farther from the playing field than was 

customary in those days, it was decided to number the 

players to make identification easier. The Chicago fans enjoyed 
identifying the various ball carriers as Amos Alonzo 

Stagg’s team whipped Wisconsin 19 to 0. 


the 
Copeland tradition... 
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Model Z-200WA 
2 H.P. 


Combination air and water 
cooled Copelametic 


built on continuing accomplishments 


Like personal attachments are built on thoughtfulness and kind- 
ness, the Copeland tradition has been built on sincere business 
relationships and a determination to provide the best in refriger- 
ation. All in all, they’ve made Copeland the kind of organization 
folks like to do business with. The millions of Copeland units 
now in use are proof of customer satisfaction. 

Thorough and practical knowledge of your problems led to the 
development of Copelametic . . . the Accessible hermetic. In it we 
cut service problems 90% by eliminating belts, seals and the need 


DEPENDABLE Beu6enTO 


snviniee REFRIGERATION CORPORATION - 


for manual oiling. But, Copeland engineers went even further 
by making Copelametic accessible. That meant no returning units 
to the factory. The rare servicing required could be done right 
on the job, quickly and economically. This was a welcome de- 
velopment for the users of refrigeration. 

Air-cooled, remote Copelametic units are made from Y% H.P. 
through 3 H.P. Water-cooled, remote units from 1, H.P. through 
72 H.P. There are self-contained Copelametic units for ali appli- 
cations. We'll be glad to send you complete specification and 
capacity data. 


SIDNEY, 
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Self-Serve Meats - - 


(Concluded trom Page 1, Column 4) 


shops are to get S3-a-week raises 
subject to WHE approval, while com 
tinuing ts eft] meat on 6 Service 
basis Their work week will be cut 


to 40 hours in October, 1068 
Participat) m ih the new two-year 


comtract with Jewe: Tea were eight 
heals covering an area extending 
from Gary to Weukegean and reach 
ing to Reecktord and Decatur 

Under the contract, the pay of 


Jewel store managers ia raised to 
$101 a week and that of journeymen 
450 Apprentices get 
a 85 increase, boosting their pay to 
$44. S70. and $876 tor the first, sex 


butchers te 


ond, and third years. The work week 
ie reduced to 40 hours from 42% 
Measures were included in the con 
tract to protect against loss of jobs 
according to R Emmett Kelly, inter 


national vice president of the union 
He said some of these prohibit 


female help. night operation, and 
automatic packaging machines. Other 
provisions call for. delicatessen de 
partments to be under union juris 
diction and for a ratio of two appren 
tices to five journeymen 


Fla. Church Instofls Heat Pump 


ST. PERETPRSBUIG, Fla-A new 
heating and air conditioning system 
employing two i) ton heat pump 
unite and costing 98.000 will be in- 
stalled in the Chureh-by-the-Bea, 


Madeira Beach, by Nov. 1, church 
officials have ann unoed 

The heal pump unita will be placed 
in the church tower, Hidden ducts 
will run through the church interior 
to provide a direct flow to all rooma 


© CONTROL Otvict 
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Canady Named Sales 
Manager of Palmer Mfg. 


JACK CANADY GEORGE W. BENSON 


PHOENIX, Ariz...J. W. Bostwick, 
general sales manager of McCray Re- 
frigerator Co., Kendaliville, Ind., and 
ita recently-acquired subsidiary, Pal- 
mer Mfg. Corp. here, has announced 
the appointment of Jack Canady as 
sales manager of the Phoenix firm 
and George W. Benson as assistant 
advertising manager for both con- 
cera 

Canady was formerly sales promo- 
tion manager of Palmer Mfg. and be- 
fore that, secretary-manager of Ap- 
pliance Merchandisers Association 
He was a« lieutenant commander in 
the Navy for eight years and was 
previously active in public relations 
and advertising in Southern Cali- 
fornia 

Benson was head of the advertis- 
ing art department of the New York 
Herald Tribune and art director for 
the Morgan Advertising Agency be- 
fore joining the Palmer organization 
four years ago 

The Phoenix plant manufactures 
evaporative air coolers and gas heat- 
ing equipment 


Earl Vallee Retires 
From A-P Controls 


MILWAUKEE A-P Controls 
Corp. here has announced the re- 
tirement of Earl A. Vallee as an 
officer of the company. For the past 
10 years Vallee was executive vice 
president of A-P Controls Corp 

Widely known in the heating and 
air conditioning fields as well as in 
the refrigeration industry, Vallee 
joined A-P in 1935 as sales manager. 

Vallee played a prominent role in 
organizing and advancing the refrig- 
eration parts and supplies segments 
of the industry. He was one of two 
men to serve more than one term 
as president of the Refrigeration 
Equipment Manufacturers Association 
(1940-1942) ; 

He was one of the industry execu- 
tives who pushed plans for an All- 
Industry Refrigeration & Air Condi- 
tioning Exhibition. He was president 
of REMA when Worid War II broke 
out and played an important role in 
helping gear the refrigeration parts 
field to wartime needs. 


Muskogee Firm Becomes 
Worthington A.C. Distributor 


MUSKOGEE, Okla..-William Dur- 
nil, vice president of Durnil’s Dry 
Goods Co., Inc., here has announced 
the signing of an air conditioning and 
refrigeration distributorship with 


Worthington Corp. 

The Durnil Co. has been active in 
the air conditioning field for the past 
15 years, serving eastern Oklahoma. 
The company will now carry Worth- 
ington’s line of package air condi- 
tioners and air conditioning units. 


We 
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~ HENRY VALVE COMPANY 


HLLINOIS Chicago Suburb 
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HEVALCO MELROSE PA 


(Concluded from Page 1, Column 2) 


testers a fitting for adding oil to 
compressors lapping and grind- 
ing tools carrying slings 


and a host of others 

The Ingenuity Contest is not lim- 
ited to tools, however. It includes 
such things as an improvement or 
modification to a machine or an addi- 
tional feature for special applica- 
tion. It is the usefulness and prac- 
tical application of the “gadget,” 
plus the ingenuity used in designing 
and making it, which will count with 
the contest judges 

It isn’t necessary that the device 
be made by the service engineer him- 
self; it can be made to his design 
by a tool or machine shop. 

A contestant may enter more than 
one gadget, but the gadget must be 
of his own devising; that is, he may 
not enter a gadget for someone else. 

The device must not be in produc- 
tion and for sale to others at the 
time of the contest, although the 
contestant is free after the contest 
to put it on the market if he so 
chooses. The committee suggests that 
he may find the contest an aid in 
getting it placed on the market 

There is no fee for entering the 
contest and all gadgets will be re- 
turned to the contestants after the 
announcement of the winners. 

Another contest, sponsored by the 
Refrigeration Equipment Whole- 
salers Association which has been 
a feature of previous exhibits, will be 
continued. In this contest service 
engineers and contractors attending 
will be given an opportunity to vote 
on the various educational exhibits, 
stating in 25 words or less why they 
consider the display they vote for 
to be the most educational. Three 
awards are given in this contest: a 
16-in. TV set, a pop-up toaster, and 
a portable radio. 


| La Crosse Cooler Reports 


21% Gain In Net Sales 


LA CROSSE, Wis.—Officials of La 
Crosse Cooler Co. have reported net 
sales at the end of the third quarter 
this year to be approximately 21% 
ahead of 1951 sales for a similar 
period. 

The substantial gain in sales is at- 
tributed to a rapidly growing dealer 
organization and the addition of new 
products placed on the market about 
one year ago. 

An increase in factory production 
facilities, approximately 50,000 sq. ft. 
completed late in 1950, has provided 
the capacity to meet increased de- 
mand for La Crosse commercial re- 
frigeration, the company said. 

La Crosse expects to add more new 
products, currently in experimental 
stages, which should result in con- 
tinued high over-all sales volume. 
Plans also are under way for more 
intensive advertising and sales pro- 
motion activities during 1953. 
Commercial Building 

7 
(Concluded from Page 1, Column 5) 

The category breakdown shows 
that churches lead the list with 154 
projects costing an estimated $29 
million. Retail stores are second with 
77 projects costing $16 million. About 
50 entertainment and _ recreation 
projects costing some $600,000 were 
approved. 

In addition to the allotments, 18 
projects were given construction 
authorization which required no ac- 
companying allotments of materials. 
Also, 22 applicants were notified their 
projects did not require formal NPA 
approval since the amounts of ma- 
terials involved were within the lim- 
its of self-authorization. 

Lists of the individual projects in- 
volved in the announcement are avail- 
able for inspection at the NPA Office 
of Public Information and at field 
offices of the Department of Com- 
merce. 


Hugh Walters To Head 
All Tecumseh Service 


TECUMSEH, Mich.—R. W. Her- 
rick, president, Tecumseh Products 
Co., has announced the appointment 
of Hugh T. Wal- 
ters as general 
service manager 
to head all service 
activities of the 
organization. 

This covers the 
| Tecumseh, Mich., 
Marion, Ohio, and 
Emeryville, Calif. 
plants. Walters 
will make his 
headquarters in 
Tecumseh. 

Formerly service 
parts manager of Norge Div., Borg- 
Warner Corp., since April, 1950, Wal- 
ters has had more than 30 years’ ex- 
perience in the service and manufac- 
ture of refrigeration. 

He served with Norge in various 
capacities for more than 18 years; 
was five years with Firestone Tire & 
Rubber Co. as service manager of the 
Appliance and Radio Div.; seven 
years with Kelvinator; and two years 
with Brunswick-Balke-Collender. 

Walters had his graduate work in 
refrigeration and air conditioning at 
Columbia university. He has special- 
ized in the organization and operation 
of factory, distributor, and dealer 
service departments. 

A member of the American Society 
of Refrigerating Engineers, Walters 
is also affiliated with the Refrigera- 
tion Service Engineers Society. 


H. T. Walters 


Warehousemen Supply 
Tebacco Storage Data 


COLORADO SPRINGS, Colo.-The 
Refrigeration Research Foundation 
recently passed on information from 
two members regarding storage of 
tobacco products. 

One member, the foundation said, 
warehouses in accordance with 
owners’ specifications 48-50° and 
68-70% relative humidity for tobacco 
eventually to be used as cigar wrap- 
pers. His rooms are equipped with 
combination temperature and relative 
humidity recorders. 

Another member stores cigars at 
45° F. and 60% relative humidity if 
intended for a short hold of 30 to 60 
days. When stored at 0° to -10° F., 
cigars can be carried for six months. 
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A FOREMOST NAME-IN- 
THE MANUFACTURE OF 
DIVERSIFIED WIRE 
OF SUPERIOR — 
_* 


STANDARD ‘AND LIGHT WEIGHT 
SHELVES OF ELECTRO-POLISHED. 


REFRIGERATOR  seuves witk 
CHROME PLATE, ZINC PLATE, 


ALL TYPES FOR ALL PURPOSES 
STEEL STAMPINGS + MISCEL- 
LANFOUS FORMED AND - 
WELDED WIRE ASSEMBLIES 
ARC WELDED ASSEMBLIES 


WALL WIRE PRODUCTS. 
PLYMOUTH, MICHIGAN 


Attention Commercial 


years ef field 

all competition. . . 
operating features, all fully wee 
production. Easy te install. 
specialist te service. 


has preven te 


eon reyalty basis. 


Who Are Leoking fer a Companion Item 
Te Reund Out Their Line 
We have to offer, a compact, packaged Beer Dispensing System that in three 
operation 
. Outstanding in Sales appeal with exclusive sales and 
. . Lew in maintenance and does not require « 


The equipment has been proven, and accepted. we ee Se eee ee 
facture and merchandise. Patents and 


Yeur engincering and eales Pass nme invited te inspect 
equipment in the field and in our shop. 


Wire or Write Box 4127, Air Conditioning & Refrigeration News 


Cabinet Manufacturers 


be: Superior in operation and results to 


by patents. . . . Reasonable in cost in 


in lable or will license 
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Growing List of Uses for 
Dehumidifier Ups Sales, 
Westinghouse Reports 

EAST SPRINGFIELD, Mass. 
Sales of the new Westinghouse elec- 
tric dehumidifier “have been 50% 
above expectations,” declares H. F. 
Hildreth, manager of the refrigera- 
tion specialties department, Westing- 
house Electric Corp. 

The dehumidifier takes excess mois- 
ture from the air to prevent dripping 
pipes, rust, warp, mildew, and mold. 
It has many uses in business as well 
as the home 

Hildreth named a number of places 
where this appliance can be used to 
add comfort and safety to living and 
working conditions. They are: base- 
ments, recreation rooms, clothes 
closets, libraries, new building con- 
struction, photo labs, laundries, candy 
kitchens, printing plants, storage 
rooms, bank vaults, garages, ware- 
houses, offices, and telephone ex- 
changes. 

“The dehumidifier is finding more 
and more practical uses in industry,” 
Hildreth said. “Take for example the 


LOS ANGELES—A four-page in- 
sert in the Los Angeles Daily News 
marked the first promotion of United 
Stores, Inc. a new organization 
formed by several neighborhood ap- 
pliance dealers mainly to sponsor 
cooperative newspaper, television, 
and radio advertising. 

The insert announced formation of 
the group and listed its objectives. 
Three manufacturers—Hotpoint, Mo- 
torola, and O’Keefe & Merritt-—coop- 
erated in the promotion. 

Walter Evans of Evans Appliance, 
Alhambra, is president of United 
Stores. Other officers are Charlie 
Azar, Marlow & Azar, Wilmington, 
vice president; Mil Zillgitt, Mil Zill- 
gitt’s, Inglewood, secretary; and Russ 
Carison, Carlson’s Santa Monica, 
treasurer. 

Other members of the group are 
Brand Appliances, Glendale; Nichol- 
son's, Hollywood; Washer Wilson, 
Los Angeles and Huntington Park; 
Crismond’s Appliances, Sherman 
Oaks; and Reiman Appliances, Los 
Angeles. 


y om ‘ 


increasing number of contractors who | 


are using this appliance to remove 
dampness from rooms with newly 
plastered or painted walls and ceil- 
ings, thereby decreasing the number 
of drying hours. The dehumidifier has 
proven itself a saving feature to 
many warehouses where costly furni- 
ture and objects of art are being 

For many years, he reported, tele- 
phone relays at the Westinghouse 
plant here had become sticky and 
tended to work incorrectly during 
the hot, humid summer months. One 
day it was decided to try the dehumi- 
difier in the room where the relays 


were housed. This was done, and since | 


that time there has never been any 
trouble with the relays sticking. 


Air Conditioning Draws 
Traffic to New Market 


PAULSBORO, N. J.—Air condi- 
tioning and new refrigeration instal- 
lations are the big attractions which 
are drawing the customers into the 
new Modern Market here, according 
to Sam Rubin, one of the owners. 

“During the hot spell,” he added, 
“the people came in and did all their 
shopping here, and because of the 
air conditioning, we noticed a bigger 
store traffic than ever before.” 

All installations 
were made by the American Refrig- 
erator Co. and Rubin credited the 
open display cases, particularly for 
meats and dairies, as responsible for 
the marked increase in business. 


Dept. Store Sales Rise 


and equipment | 


6% In Week of Oct. 11 | 


WASHINGTON, D. C.—-Dollar sales 
of department stores in the week 
ended Oct. 11 gained 6% over a year 
ago, the Federal Reserve Board re- 
ported. 

For the four weeks ended the same 
day, sales rose 2% compared with 
the like 1951 period. For the year to 
date, however, sales were off 1% from 
the year-ago period. 

Sales in the Oct. 11 week were up 
in all districts but two-—-New York 
and Phiadelphia. Drops of 6% and 
2%, respectively, were recorded in 
the latter districts. 


Increases ranged from 17% in the | 


Minneapolis district to 4% in the 
Richmond district. Advances were re- 
ported by other districts as follows: 
Atlanta and San Francisco, 15%; 
Dallas, 13%; St. Louis, 11% Kansas 
City, 99%; Cleveland, 8%; and Bos- 
ton and Chicago, 6%. 


Uniflow Retains Adams 
As Design Consultant 


ERIE, Pa. — Chester A. Kuebler, 
president of the Uniflow Mfg. Co. 
here, has just announced that Wilbur 
Henry Adams, nationally-known in- 
dustrial designer, will act as a con- 
sultant to Uniflow in the re-design 
of many of the company’s Kold-Draft 
products. 

Adams is M.LT. trained and is one 


of the pioneers in the field of indus- — 


trial design. He has done design work 
for Republic Steel, the Oliver Corp., 
Stewart-Warner, Perfection Stove 
Co., B. F. Goodrich, Worthington 


Snappy Comeback 
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‘Yes-But’ Contest Spurs Salesmen 


To Overcome Customers’ Objections 


SAN DIEGO, Calif.-A “Yes-but” 
contest for appliance dealer salesmen 
is now being staged by the Appliance 
Distributors of San Diego County in 
cooperation with the sales training 
committee of the Bureau of Home 
Appliances of San Diego County. 

The contest, which began on Oct. 
13 and will run into early December, 
works in this way. 

A form was sent to all entering 
salesmen asking them to list the cus- 
tomer objections that have been 
stumbling blocks for them. They 
were to give only the objection, not 
their answer to it. 

The contest committee reviews the 
objections sent in and then picks out 
the best ones. These will be printed 
on a form and sent to all entering 
salesmen. Each salesman will then 
write his answer to each of the ob- 
jections listed 

The salesmen then return the 


This attractive, inexpensive display is available 
to boost cleaner and polish sales 


forms to the committee, which will 
turn them over, with contestant’s 
names omitted, to the judging com- 
mittee. The judges will rate each 
answer on a 10-1 scale: 10 for an ex- 
cellent answer and graded on down 
to 1 for a poor answer. The sales- 
man accumulating the highest num- 
ber of points (including one point for 
each objection answered) will win 
the $100 first prize. 

Other prizes are $75 for second, 
$50 for third, $15 for fourth, and $10 
for fifth through tenth places. In ad- 
dition, $10 will be given for the best 
answer submitted for each objection 
and $50 for the best single answer 
of all answers submitted. 

The awards will be presented dur- 
ing the bureau's second sales gradu- 
ates reunion dinner early in Decem- 
ber. The sales training committee 
plans to publish the best three 


answers to each objection in a booklet. 


5 


Air Conditioned Drugstore 
Pulls Customers In, Then 
Holds ‘Em Till They Buy 


WINDHAM, Me.— Leading drug- 
stores in the larger cities consider air 
conditioning as virtually a “must,” 
but so does the Windham Pharmacy 
in this small town of 1,500. 

Operated by Arnold Siciliano and 
his sister Julie, the store recent? 
was equipped with a Baker air con 
tioning unit. The two owners cite fou. 
reasons for air conditioning: 

1, Tt builds the soda fountain trade; 
2, it helps sell display items such as 
candy; 3, it reduces drug odors, and 
4, the customer who stops in for a 
coke will often buy a high profit 
item, too 


Trane Names Davis 


LA CROSSE, Wis. — Appointment 
of Jack Davis to the Jackson, Miss. 
sales office has been announced by 
The Trane Co. here. Davis has a 
degree in mechanical engineering 
from Mississippi State college and is 
a graduate of the Trane Student 
Training Program of 1952. 


~~ Want to“clean up” on some extra profits? 


ive Cleaners and Polishes 


make good service jobs look even 


better — bring in easy, extra sales, too! 


Frigidaire Surface Renewer is the 
ideal polish and cleaner for refrigerator cabi 
nets and all other Dulux surfaces — perfect, 
too, for automobiles, furniture and silverware, 
and plated metal surfaces. It restores original 
luster and leaves a tough wax coating to pro- 
tect surfaces for months. Available in 16- 
ounce cans. Try selling on every service call — 
a wonderful way to build good-will for ser- 
vice organizations. 


for service 


shops. See your Frigidaire Parts Distributor. 
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Frigidaire Nu-Coat pro. 
duces a beautiful, lasting, protec- 
tive coat — excellent for all rub- 


just 


Specially formulated Frigidaire Preparations can do 
double duty for you. They can help build customer satisfac- 
tion by adding the finishing touch to a service job. And they 
can also become a steady source of extra profits — because it’s 
easy to sell your customers on using the same professional- 
type cleaners that you use. 

Display these handy cleaners and polishes — carry them 
with you on service calls—and then 
“extra’’ sales soar ! 


watch those 


nd protects 
m cabinet 


js. Lat 


ber accessories and leather goods. It cleans and 
waxes refrigerator rubber door seals in one oper- 
ation. Show your customers how easily it's applied 


See your nearby Frigidaire Parts Distributor for a supply of 
these sales-building preparations. Or write Frigidaire Division of 
General Motors, Dayton 1, Ohio. In Canada, Toronto 13, Ontario. 


Frigidaire we 


always specify, always use genuine Frigidaire parts 
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by CEORGE PF. TAUBENECK 
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(Conctuded from Page 1, Column 1) 

In a number of categories his pre- 
deceneor wae & magnificent leader 
He caught the fancy of the Ameri- 
ean public and the peoples of the 
world, toe asa hase no other Preai- 
dent since Roosevelt the First, the 
gallant ‘Teddy Franklin waa «4 
great emotional symbal. Aleo he was 
& meaterful politician 


However, future historians, survey 
ing hie record from the vantage 
point of time and hindsight, may 
point te three spectacular FDR ac 
thne which were Forerunners of 
Disaster. Here are the Uiree ‘and 


hang onte your hata!) 

1. He etated, in hie fret Inaugural 
Address, that “the only thing we have 
to fear is fear iteelf 


2 Me recognized Communist 
Husa 
3 He took America off the gold 


standard 


Take Another Look 
Item One will surprine and shock 
nearly everyone. Pointing « bony 


finger of disapproval in its direction 
it sheer audacity, no deubt, because 
Hoceevelt sentence is 
menerally credited with epurring our 
nation to fight tta way out of the 
Nevertheless, historians 
may obverve that it was a bugle call 
to the regimented march of a philoso 
phy which 

(1) Gave away and wasted billions 
of dollars 

(2) Eneouraged the don't-work-so- 
hard attitude 

3) Faatened the 
tax and tax 
on America 

(4) Opened the door to the grem- 
lines of graft, grovelling, and grow 
ing Soctaliem 

Giod meant us to have fears. The 
men and women he created in His 
own image work hard only when they 
fear punishment, or can hope for 


‘ that ringing 


Depression 


spend and spend, 
elect and elect” system 


F you make a good appliance in the 
white goods line which ie now die 
tributed regionally, but which you 
would like to ml nationally, our sales 
department can handle it, We have 
complete national distribution, 4 

tropolitan Sales and Display 
headquarters «) your disposmal, Our 
own products © te oversold. Need 
lor 2 new lines to keep our sales 
men on the bell Heal opportunity 
for you toe spand to national 
market without increasing 
your owt organization 


REPLY IN CONFIDENCE 
TO BOX 4125 


AIR CONDITIONING & REFRIGERATION NEWS, OCTOBER 27, 1952 


good rewards 
stick” incentives 

By intimating that government 
could remove all fears, and by pass 
ing out presumably free carrots, in- 
centives for extraordinary work were 
removed by the blithe and well- 
meaning FDR 

Item Two recognition of Com- 
munist Russia led to Alger Hias, the 
stolen atom bomb secrets, “red” 
teachings in our educational institu- 
tions, the Yalta secret pacts which 
handed China (and much of Asia) 
over to Stalin with the stroke of an 
enfeebled pen, the Korean mess, and 
the possibility of World War Ill any 
time Unconaciously, perhaps, it 
opened « Pandora's Box of Evils 

Thies action turned out to be the 
“kiss of approval” for Communist in- 


the carrot and the 


filtration into our government, 
achoola, unions, and public-opinion- 
forming communication groups. It 


also helped Stalin expand his Com- 
munist Empire much faster than he 
had dreamed was possible 

Russia's drive for world conquest 
might have been checkmated with 
relative ease and low cost had we 
continued the Republican policy of 
disapproving the Soviet regime of 
terror. Instead, we aided and even 
subsidized the Kremlin for several 
years 

A different decision on the part 
ef our ruling clique might have 
hastened the collapse of Russia at the 
same time the other totalitarian dic- 
tatorships Germany, Italy, and 
Japan were rubbled 

Thereupon we wouldn't be giving 
away billions abroad, losing our sons 


and brothers in battle, suffering 
alarming inflation, or facing the 
possibility of atomic annihilation 
tomorrow 

Item Three--going off the gold 
standard may have been deemed ad- 


visable at the time, and has been 
defended by some economists. How- 
ever, it was a signal for higher 
prices and a symbol of financial ir- 
responsibility 

It flashed «a corrollary “green 
light” to wastrela who disdain, as 
Roosevelt the 
silly old dollar sign.” Results include 

(1) Cutting the value of the dollar 
in half and it’s still going down; 

(2) Raising taxes astronomically; 

(3) Reducing values for all pro- 
perty, wages, and savings; 

(4) Imposing price and produc- 
tion controls, which upset markets 
and led to stagnation, corruption, 
and criminality; 

(5) Loading every family with a 
national debt so big that neither we 
nor our children ever can pay it until 
present dollars are cheapened to 
pennies. if then! 

There's a crash coming, sure as 
death and taxes. The only question 
is, will it be temporary or perma- 
nent?’ How and for whom we vote 


| and how unselfishly we back them 


up-—-may provide an answer to this 
question 

That factor in our future too often 
is overlooked, especially by voters 
who have known nothing but boom 
times and comparatively easy work 

If our government fiscal policy re- 
turns to sanity, the bump will be 
short and sharp, but we'll recover. 


POT: BY 305C 
SPECIAL DAIEY & BEVERAGE CASE 


27800 WEBSTER Ave 


SENC FOR NEW CATALOG ON THE 
COMPLETE COLDIN LINE 


COLDIN CABINET CO., INC. 


NiW YORK 58. N Y @ 


@ DAIRY AND BEVERAGE 
WALL CASES 


@ TRIPLE DUTY, COUNTER HEIGHT 
DISPLAY CASES 


@ FROZEN FOOD MERCHANDISERS 
OPEN AND CLOSED TYPES 


@ DAIRY, DELICATESSEN AND 
BAKERY DISPLAY CASES 


@ SPECIALTY FOODS DISPLAY 
CASES—HIGH LOW TEMP. 


© SLANT FRONT FORMICA TOP 
COUNTER FREEZERS 


CYpress §.331) 


However, if we continue borrowing 
what we can't repay, demeaning the 
value of every dollar, and subsidiz- 
ing all begging pressure groups both 
at home and abroad, the crash will 
be permanent. And Joe Stalin can 
take us over by telephone 

For a long time we have been 
postponing the inevitable reckoning 
We have enjoyed the ensuing infla- 
tionary jag, because it has given 
nearly everyone a false sense of 
security and prosperity 

As a result, the percentages of 
business budgets devoted to adver- 
tising and to recruiting and educa- 
tion of salesmen are deplorably 
lower than national averages prior 
to World War Il. Such poor business 
practices are like taking ice off the 
corpse in the baggage car 

Uniess this trend is reversed a 
great many firms will be caught 
short two or three years hence, or 
maybe sooner; and a frightening 
number of small businesses, savings 
accounts, insurance deposits, and 
homes will disappear forever. 

Everything that goes up must come 
down. All booms are followed by 
busta. We were well on the way 
toward one in 1950. And then Truman 
quick-decisioned our boys into Korea. 
For several months thereafter the 
public anticipated its needs for years 
ahead, and overbought. When that 
phenomenon petered out, Washington 
started a huge armament program 
designed to whip Russia and all her 


Now is the time to prepare for the 
economic storm a-brewing. How’? By 
building better sales staffs, by in- 
vesting in future business through ad- 
vertising and sales education, and by 
holding the LEADERS we elect ac- 
countable to the principles expreased 
in the Constitution of the United 
States. 

When the supply of raw materials 
eases up, as it will before we're 
ready, there'll be trouble a-plenty for 
those who haven't recruited and in- 
doctrinated more salesmen, cut out 
the frills in their “administration or- 
ganization,” and started to work 
harder like their Pappies did. 

Danger signals: 

1. Interest rates are rising ( bank- 
ers are getting more cautious). 

2. Savings are increasing (“little 
people” are worried). 

3. Business has the highest costs 
and break-even points in its history 


(executives should become more 
cautious). 


4. Bankruptcies have reached their 
highest point in 17 years (new enter- 
prisers and expanding businesses 
ought to be more cautious). 

5. Retail inventories still are too 
tenuous (merchants must be more 
cautious). 

6. Prices are highest in all history, 
and so are taxes (buyers have to be 
more cautious). 


There's no such thing as a per- 


the rascals out,” naturally, but won't 
stop there. Never again should they 
allow government to get out-of-hand, 
or put their trust in politicians who 
buy votes from minority pressure 
groups at the expense of national 
survival. 


Letter of the Week 
Editor: 

I'm tired of government price con- 
money to bid up the price of food 
which I must buy to live. 

I'm tired of government taking my 
money to give it away in support of 
socialistic and collectivist nations. 

I'm tired of government taking my 
money to loan it to men and busi- 
nesses of which I disapprove or even 
to those I do approve. 

I'm tired of government price con- 
trols which create scarcities and can- 
not and do not hold the line. 

I'm tired of government selling me 
its bonds and then cutting the value 
in half by inflationary policies. 

I'm tired of government granting 
to labor unions monopolies which are 
prohibited to all others. 

I'm tired of crooks in government. 

I'm tired of big government, ex- 
panding government, centralized 
government, all government. I want 

-we all want——less government. 

I'm tired of all politicians, dema- 
gogues, fixers, ward-heelers, political 


Second put it, “the | 


satellites in any conceivable emerg- 
ency. This shot-in-the-arm will taper 
off, too, in the foreseeable future 

Incidentally, it should be noted 
that not one European power-—-and 
they are closer to Russia than we 
are--expects that Stalin will start 
World War III. 


petual boom. We thought so in 1929, 
and look what happened. That boom _ ilk. 
was based on Wall Street inflation. 
This one is based on Washington in- 
flation--which is much bigger, far 
more dangerous, and more easily 
susceptible to bribery and theft. 


Staunch patriots will try to “throw 


machines, hangers-on and all their 


I'm tired of the “welfare state” 
which robs man of the powers, the 
initiative and the ambition with 
which he was endowed. 


I'm tired. 
H. G. WALL 


Unique 870-Unit 
Provides New 


Imposing fagade of “ Lever House”, 
home of Lever Bros. Company, 
manufacturers of Lax soap and 
other popular products. The 
structure is air conditioned 
throughout with “ Freon” -operated 


equipment, ° 


““FREON’-OPERATED INSTALLATION FEATURES 
INDIVIDUAL TEMPERATURE CONTROL 


When the architectural firm of Skidmore, Owings & 
Merrill, New York, designed the streamlined, ultra- 
modern “Lever House’. . . recent addition to New 
York's famed skyline . . . air conditioning at once be- 
came an integral part of their basic construction plan. 


This new, six-million-dollar, 24-story, glass-encased 
office building contains a unique, high-velocity air con- 
ditioning system. It features some 870 individually con- 
trolled window induction-type units. The system is a 
three-zone arrangement that supplies conditioned air 
independently to interior and perimeter spaces totaling 
290,000 sq. ft. of floor area. It offers maximum flexibility 
of control. 


The three air conditioning zones are in operation the 
year round and serve the twenty-one floors devoted to 
offices. Two “Freon"’-charged centrifugal refrigerating 
machines are located in the basement. These are driven 
by steam turbines and provide a total cooling capacity 


of 700 tons. Chilled water is pumped to primary air de- 
humidifiers, and a split-system central station, situated 
on the second floor, is in itself a departure from conven- 
tional practice. Zones are so arranged that southern or 
sunny exposures of the building may obtain cooled air, 
while northern exposures in the shade tune in warmed 
air. The interior zone can also be served independently 
to meet any temperature desired at any time. 
Conditioned air is delivered at high velocity through 
vertical ducts and horizontal take-offs to the three 
separate zones. A conduit system carries conditioned 
air to the 870 separate peripheral units throughout the 
building. Two sets of primary air apparatus serve the 
outside zones while a third high-pressure air distribution 
system supplies interior zones through ceiling-type air 
diffusers. Each of the three has its own riser line, and 
the system is an excellent example of well-planned 


AIR CONDITIONING IN DEMAND 
Look around. In addition to ultramodern construction 
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(Concluded from Page 1) 


Wholesale Food Plan, Inc. has been 
operating, it has made more than 
1,000 sales, and has now stepped up 
the rate to 60 a week, the company 
says. 

Head of the firm is Elton Parks. 

There are now 32 salesmen work- 
ing for the company, 95% of whom 
are users of the freezer-food plan 
themselves. Ten of the salesmen were 
actually early customers who were so 
completely “sold on this company's 
plan that they started in selling it 
themselves.” 

The firm gives food insurance for 
five years and has extended the usual 
one-year full warranty on the freezer 
to five years. 

Primarily, it is interested in selling 
food, using the profits on the freezer 
sales to pay for the special services 
it offers. 

For example, five home economists 
are employed to assist customers and 
prospects in the selection of foods, it 
was explained. These five experienced 
women help customers by suggesting 
food orders that are balanced, because 
many users seem inclined to stock up 
heavily on one or two items, which 
can defeat, to some extent at least, 
the fundamental purpose of the 
freezer-food plan. 

If customers desire, the firm will 
give them a written guarantee that 
they will save at least 28% on their 
food purchases and that they will be 
supplied food at wholesale prices for 
five years. 

Through arrangements with a local 
locker plant, the firm will deliver (in 
refrigerated trucks) U. S. choice beef 


Fusinis Rani ait: 


at 62 cents per Ib. on minimum orders 
of $25 or more. 

According to company officials, all 
of their customers are actually sav- 
ing more on their food bills than they 
were promised. 

Sales of both freezers and food are 
financed by the Central Bank & Trust 
Co. here. Maximum terms on the 
freezer are limited to 24 months while 
food financing is held for four 
months. Finance charge is 8% % 
simple interest per year. 

About 80% of the firm's customers 
are buying a 15-cu. ft. freezer and 
$150 worth of food under the plan. 
This amount of food is expected to 
last the average family four months. 

Size of freezer recommended by 
the firm’s salesmen is based on the 
family’s present food expenditures: 

If you are now spending as little 
as $15 per week (for food) you can 
afford the following freezer from 
your food savings beginning the very 
first month: 7-cu. ft. International 
Harvester; $18, 11.25-cu. ft. Norge 
upright; $20, 11.1-cu. ft. International 
Harvester; $22, 15.8-cu. ft. Interna- 
tional Harvester; $23, 15-cu. ft. Up- 
rite; $30, 20-cu. ft. Uprite. 


Gold Heads Advertising for 
Crosley Distributing In N. Y. 


NEW YORK CITY - Gene Gold, 
formerly sales promotion manager of 
Crosley Distributing Corp. here, has 
been promoted to the position of ad- 
vertising and sales promotion man- 
ager, according to Loyd Dopkins, 
branch manager of Crosley Distribut- 
ing, New York. 
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ATLANTA--A seven-point adver- 
tising code covering freezer-food 
plans has been drawn up by the At- 
lanta Better Business Bureau. The 
code calls for advertisers to: 

1. Make it clear that the freezer 
must be purchased. 

2. Refrain from using the word 
“wholesale” (use of the phrases “bulk 
buying” or “quantity purchase” is 
permissible ). 

3. Eliminate featuring costly cuts 
at average price per pound (actual 
cost of such cuts alone may be used). 

4. Use only U. S. Government grad- 
ing words. 

5. Refrain from claiming specific 
dollar-and-cent or percentage savings 
unless they are authentic and based 
on everyday prices. 

6. Eliminate use of such words as 
“free” or “at no cost to you.” 

7. Deliver itemized copy of con- 
tracts and itemized list of foods 
with prices shown at time of sale 
and when food is delivered. 


Nash-Ringel, inc. Distributes 
Amana Line In Section of N.Y. State 


ALBANY, N. Y.-— Morton Nash, 
president of Nash-Ringel, Inc., re- 
cently announced that his firm has 
been appointed distributor for Amana 
freezers in the eastern portion of 
upper New York state. The territory 
extends as far west as, and including, 
Syracuse and Binghamton. 
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Offer of Free Porterhouse Stocks Sparks 
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Freezer-Food Club Membership Drive 


BUFFALO.-Ten free porterhouse 
steaks for one week only was the 
lure used by the Sav-Way Home Food 
Club here to induce new memberships 
in its food-freezer plan. 

The Sav-Way food-freezer plan, 
according to a newspaper advertise- 
ment by the club, “is a cooperative 
food buying plan for thousands of 
families. The tremendous buying 
power of these families enables you 
to buy food at terrific savings. Mem- 
bership in the Sav-Way Plan entitles 
you to buy food at discounts for life.” 

The ad continued: “Sav-Way pro- 
vides every club member with a Gen- 
eral Electric freezer so that all mem- 
bers can buy foods in the most eco- 
nomical way to save plenty of 
money.” 

As an example, the ad emphasized 
in black type: 

“You can buy a hind quarter for 
only 69 cents per Ib., which includes 


21 Ibs. of sirloin steak, 9 Ibs of por- 
terhouse steak, 6 Ibs. of T-bone steak, 
6 ibs. of club steak, 11 Ibs. of sir- 
loin tip roast, 18 Ibs. of round steak, 
13 Iba. of rump roast, 13 Ibs. of lean 
ground meat, 7 Ibs. of braising fat, 
13 Ibs. of bonea, and 1 Ib. of kidneys.” 

The advertisement posed the ques- 
tion “Is the Food Freezer. Free’, 
but it did not answer it. Only men- 
tion of financing was “No money 
down, Take six months to pay for 
your food.” 

A coupon was supplied for persons 
interested in more details. In addi- 
tion to name, address, and telephone 
number, the coupon asked how many 
were in the family and whether or 
not the inquirer owned a home 
freezer. 

The ad also said that any person 
in western New York who was in- 
terested could call the club and re- 
verse the charges. 


Orchids, Cooking Schools, Auction 
Featured In Dealer-Utility Promotion 


BINGHAMTON, N. Y.--Six Bing- 
hamton area appliance dealers co- 
operated with the New York State 
Electric & Gas Corp. in staging a 
three-day appliance promotion at the 
Endicott Johnson Recreation Center 
in Johnson City. 


The exhibit featured cooking 


| schools, demonstrations on freezing 


High-Velocity Air Conditioning System 
“LEVER HOUSE” with All-Season Comfort 


and storing foods, animated exhibits, 
refreshments, sound movies, baking 
contests for both men and women, 
and an auction on all products used 
during the fair. 

A complete product display also 
was featured, including refrigerators, 
freezers, washers and dryers, ranges, 
ironers, room air conditioners, de- 


humidifiers, water heaters, and com- 
mercial refrigeration products. 

Two thousand orchids were given 
away on each day of the event. Spon- 
soring dealers were: Kolb Electric 
Co., Subitivan Bros. Furniture Co., 
Trelease-Wolfinger, Bennett Refrig- 
eration, Quality Appliance Shop, and 
Reliable Refrigeration. 


Dept. Store Rents Freezers 


NEWPORT, N. H.--Krans Depart- 
ment Store here is renting freezers 
with all payments refunded if the 
freezer is purchased during the rental 
period. 


jobs such as “Lever House,” there are scores of build- 
ings already built that are in need of up-to-date air 
conditioning. This spells opportunity. Although every 
project is different, a split system with window-type 
induction units, such as that described, could be in- 
stalled in many existing structures. 


Sree, 


Most owners are well aware that air conditioning 
boosts values. Most are open to suggestions and welcome 
ideas for improving their holdings. Why not make up a 
list of such likely prospects in your own trading area? 
Plan now to call on these prospects. Conduct a campaign 
of your own to develop more business for air conditioning 
and refrigeration installations. It’s not difficult, and it 
pays off in dollars and cents. Makes sense, too! 


‘*FREON’’-CHARGED SYSTEMS...IDEAL 


When it comes to discussing equipment with your pros- 
pects .. . explain the merits of machines charged with 


harmony of 
design, appearance 
and value! 


Note your own experience. 

Only an UPRIGHT FREEZER can 

give you large capacity 

service in a limited floor area . . . 

only UNITED'S UPRIGHT FREEZER 

has the appearance and 

convenience that are demanded 
today. 


One of two 350-ton Carrier Centrifuge! Refrigerating Mochi 


installed in bosement 
A compressor of manvtecture, charged with “Freon-22", 
id ub-freezi for three walk-in cold rooms 


edjecont te third-fleer cafeteria. 
Entire system was designed by Joros, Boum & Bolles, consulting 
engineers, New York. 


And here's a new note. 

UNITED'S UPRIGHT FREEZER hos 
contact coils built into top, 

bottom and each of the four shelves. 
Therefore, each shelf is 

an individual ‘fast freeze’ 

unit. . . built in for faster 
freezing and better holding qualities. 


Demand the freezer that 

does the most for you—UNITED'S 
UPRIGHT FREEZER— and 

your sales will show you why. 


ment distributors, contractors, engineers and service- 
men everywhere heartily endorse the excellent machines 
now available that are operated with “Freon” refriger- 
ants. E. I. du Pont de Nemours & Co. (Inc.),‘‘Kinetic”’ 
Chemicals Division, Wilmington 98, Delaware. 


UNITED upright freezers 
come in the two populor | 1 


sizes ... 15 cu. ft. and 


Aisi, 


32 ev. ft. 


Typical private office with 
vidvally controlled unit under window bay. Air is returned to cen- 
tral apporatus through grilles in ceiling. 


d alr 


pplied from indi- BETTER THINGS FOR BETTER LIVING ... THROUGH CHEMISTRY 


080% Anniversary 


<i> 
“FREON” SAFE REFRIGERANTS 


“Freon” is Du Pont's registered trade-mark for its 
fluorinated hydrocarbon refrigerants 


“Freon” refrigerants. These refrigerants are ideal be- 
cause they are entirely safe . . . nonflammable, nonex- 
plosive, virtually nontoxic. They meet all building-code 
requirements. And they are world-renowned for depend- 
ability both in large and small installations of all types. 
That is why air conditioning and refrigeration equip- 


REFRIGERATOR COMPANY 
Locust & Wolnut Streets 
HUDSON, WISCONSIN 
EXPORT SALES DIVISION 


Scheel international, inc. 
4237 M4. Uncoln Avenve, Cricoge, U.S. A 
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AIR CONDITIONING & REFRIGERATION 


Profit-Sharing Plan 


Deoler-Service Organization Needs System So All Employes Feel They 
Are Part of Working Team, According to Frank D. Stella 


CHICAG® ‘Bharing of 
makes mote profits 
D> Stella of FF. I 
( Detroit, in «a 
Menefita of 
Profit Shanng 


profita 
feclared Frank 
Mella Products 
discussion of the 
Proft-Planning and 
presented at the 


aixth annual convention of the Na 
tional Commercial Mefrigerator Sales 
Association 

The subject should be « “must as 
a topic of discussion for al) busi 
neasinen, especially during these days 


of high taxation commented Stella 
who retired as president of the aaso- 
jation af thia meeting 


Holds Organisation Together 


In our business, in @ amall way, 


we have an improvised form of profit. 
sharing which certainly has helped 
te hold an organization together with 
morale at high ebb | can give you 
an idea of our plan However, I can 
be much more helpful by giving you 
an idea of what a profit-sharing plan 


alse 
types of profit 
their effecta on 


ia and what it can do for you 
outlining briefly the 
sharing 
business operations 


plane and 


First, we 
definition of 


must know and have «a 
profit-sharing. A good 


definition as set forth by the Council 
ef Profit-Mharing Industries in its 
Declaration of Principles has defined 
profit-sharing as 6any ©) =6procedure 
under which an employer pays to 


all employes, in addition to good 


rates of regular pay 
and deferred sums, based not only 
individual or group perform- 
ance, but on the prosperity of the 
business as a whole 

You will note that this definition 
ie neither too broad or too narrow, 
but to the point, as it is based on 
three principles 

1. That a business should be con- 
sidered as a team and every em- 
ploye a member of the team 

2 That every man has «a human 
right to participate in the increased 
prosperity to which he has contrib- 
through the teamwork of the 
business 

S. That the recognition of the 
dignity of each individual will re- 
sult in high prosperity for the busi- 
ness as a whole 

Therefore,” said Stella, “it should 
be considered that the essential fac- 
tor of economic life is the ‘human 
person.’ In this sentence is contained 
what I may call the philosophy of 
profit-sharing. Labor is not a com- 
modity, it is people. In this simple 
truth profit-sharing for any organi- 
zation should be considered. It is a 
philosophy which does not recognize 
artificial divisions between men. It is 
the expression not of economic or 
political theory, but of practical 
morality 


special current 


up ” 


uted 


We, in management are prone to 


devote a considerable amount of 


It's not just a flare, 
can flare Dryseal for 
ting. The secret is its 


the hands with little 
is the assurance that 


Milly: Baltimore, Md: C 
les and Riversede, aie 


a 


And because it is d 


making it easier to handle, light we 
Carton is sturdily made to assure pi 


REVERE 


AND BRASS INCORPORATED 
Foumded by Paul Revere in 1801 


P Gand Clintem, Li 
les Others m Prncede Cities, Dast 
SHH REVERE'S “MEET THE PRESS” ON NBC TELEVISION EVERY SUNDAY 


time and money to solution of tech- 
nical problemas and very little to the 
human problems. Mere and more 
today management is devoting 4 
larger share of their brains and 
energies and sympathies to human 
problema. The regard of profit-shar- 
ing as a source of tapping the re- 
sources of human cooperation and 
to expand the system of free enter- 
prise to include every man has 
brought about labor cooperation and 
prosperity. Sharing of profits makes 
profits 


Profit-Sharing Brings 
About Teamwork 


“Profit-sharing is a venture in 
trusting other people. It is built on 
self-respect and knowledge of human 
relations which brings about team- 
work. This teamwork occurs when: 

“(a) Each person knows and ac- 
cepts his own strength and weakness. 
This permits him to move in along- 
side the man who will best supple- 
ment his efforts. The salesman and 
the serviceman then begin to func- 
tion as two members of the team. 

“(b) Each person knows and ac- 
cepts the principle that the game is 
the thing. He is playing to win the 
game for the team and not to bring 
more cheers for himself from the 
grandstand. 

“(c) Each person plays by the 
rules of the game. The difference 


REFRIGERATION TUBE 
HAC A"FLARE" For 
NoT Ceurrine / 


it’s practically a certainty that you 
compression fittings without split- 
special temper and its ductility. 

lead-soft Dryseal can be bent with 
effort. Along with its workability 


wh 
carton it will be as heentiine an take Dryseal from the 


most modern manufacturing 
tase step in the manufacture 
crimping of both ends of the ¢ 


and dirt-free as Revere’s 
methods can make it. The 
of Dryseal is the double 
ube, so that Dryseal is sure 


@ Way as not to change the 
't can pass through any 


opening large enough for the tube itself 

And, for your greater conveni ; 
in a nifty-50, one-coil carton. Th 
tively designed for easy identifi 
tains one 50-foot coil of Dry 


tence, Dryseal is packed 
1s carton has been attrac- 
cation in stock and con- 
seal Refrigeration Tube, 
ight and economical. 
rotection of the tube. 


New York 17, N. Y. 


| Mass; Rome, N. ¥.— 
ribaters Everywhere 
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between fair and foul play are known 
and taken for granted. When policy 
decisions are made, the argument 
stops and producfion and sales begin 
to roll. 

“(d) Each person has both to fol- 
low and to lead. The ‘coach's’ judg- 
ment as to the kind of play needed 
is accepted and acted upon with en- 
thusiasm even though the other fel- 
low may get the applause 


Two Men Working Together 
Can Produce More Than 3 
Working Separately 


“Two men working as a team will 
produce more than three working as 
individuals. Work becomes more in- 
teresting when it is seasoned with 
fellowship and the reward for every- 
one to achieve. 

“There is no one ‘profit-sharing’ 
plan, but there are an infinite number 
of profit-sharing plans and of com- 
binations of such plans. The plans 
complement one another and are 
used in all possible combinations. To 
give you an idea of various plans 
and related programs, permit me to 
enumerate a few ‘direct’ profit-shar- 
ing plans: 

“1. Cash plans, where a certain 
percentage of the company’s income 
is added to the regular wages and 
distributed periodically according to 
various keys. (This plan in part, is 
our plan which I will later attempt 
to briefly outline). 

“2. Wage dividends, where the per- 
centage of profit-sharing is deter- 
mined by the dividend paid the stock- 
holders. 

“3. Stock ownership, where the em- 
ploye is made a stockholder. 

“4. Trust plans, where a certain 
percentage of the company’s income 
is accumulated in a trust fund, with 
or without employe contribution. 

“Indirect profit-sharing plans are 
pension plans; guaranteed annual 
wage plans; production § sharing 
plans; cost savings sharing plans: 
associative plans; and cooperative 
plans. 

“Related programs are your mul- 
tiple management plans and employe 
benefits consisting of group life in- 
surance, retirement annunities, dis- 
ability benefits, sickness benefits, paid 
vacations and holidays, etc. 

“Any of the above types of plans 
can fit or suit any type or size of 
business whether you employ 10 
persons or 1,000 persons. The size of 
the business is least significant,” 
Stella declared. 


Any Size Business Can 

Use Profit-Sharing 

“It is safe to say that any business 
of any size can install profit-sharing 
and that the success of the plan will 


not depend on the size of business 
so much as on administration of the 


plan. 
“The selection of a plan to suit a 
business deserves considerable 


amount of investigation to make cer- 


_ tain that the plan selected is the plan 
| that will enhance the position of the 


company as well as the morale of 
the employe. 

“In our particular business, small 
as it is, we use the composite of 
several plans to make up our plan. 
The cash plan as well as a guaran- 
teed salary plan with employe benefit 
insofar as group insurance, disability 
and sick leave pay, paid vacations, 
and holidays. 


| Details of Cash Plan 


“The cash plan is set up by setting 
aside a percentage (45%) of our 
monthly net profits into an employe 


| reserve fund and at the end of the 


year during the holiday season this 
profit in the reserve is distributed to 
employes in amounts depending on 
position and longevity. It is surpris- 
ing to know that the employe looks 
forward to this cash payment, which 
actually came out of profits. Aside 
from this cash plan, our employes 
benefit in group insurance and hos- 
pitalization, paid vacations and holi- 
days, as well as sick leave and dis- 


ability pay along with a guaranteed 


salary. 


DEPENDA 


Fall and Winter, 


“For these reasons only, can I at- 
tribute the success of our sales pro- 
gram which brought about profits— 
profits that can be efficiently planned, 
knowing that the organization is be- 
hind you in helping the « pany’s 
progress,” he said. 

“The major reason for my selection 
of the cash plan rather than the 
others is because I felt that for a 
small organization it offered the most 
advantages such as: 


Advantages of Cash Plan 


“1. The receipt of cash is a tangible 
evidence of the results of sharing 
profits. For many employes a pay- 
ment in cash is the only form of ad- 
ditional financial return which is 
helpful and appreciated. 

“2. The cash distribution drama- 
tizes periodically to the employes the 
current progress and prosperity of 
their company. Employe interest in 
the affairs of the business can be ef- 
fectively maintained. They are more 
likely to sense participation in the 
success of their company when there 
are profits to be shared. I am certain 
that in case of a depression or a 
financial reversal, management can 
easily explain why there is no profit 
distribution, and employes will likely 
understand. 

“3. The receipt of cash payments 
from the plan frequently gives the 
employe the ability to purchase some- 
thing extra to enhance his standard 
of living or to provide some luxury 
which would not be possible out of 
his current income. The extra cash 
payment can also be used to make 
extra payments on investments such 
as home mortgages. Cash profit 
shares thus become extra current 
income and something which can be 
spent, saved, or invested as the em- 
ploye sees fit, therefore, giving him 
the freedom of choice. 

“The company, however, should 
educate its employes in thrift and 
self-reliance and the wise use of the 
profit-sharing cash. 

“The success or failure of this plan 
depends on the employer's setting up 
the proper administration for this 
purpose as well as being fair in the 
distribution of the profits. Unless the 
spirit of fairness exists, it would be 
useless to set up any plan. A plan 
properly administered is a plan which 
can spell only success,” Stella de- 
clared. 

“In conclusion, according to the 
Council of Profit-Sharing, there are 
eight steps in the installation of a 
profit-sharing system: 


Steps In Setting Up Plan 


“1. The desire of management to 
install a plan in order to enhance 
the team spirit in organization. 

“2. Thorough investigation of ex- 
isting plans, their administration, and 
performance, both by studying litera- 
ture available and by interviewing 
profit-sharing management of other 
firms. 

“3. Selection of a plan or a com- 
bination of plans suitable for the par- 
ticular organization. 

“4. Presentation of the plan and 
the thinking behind it to: 

“(a) Board of directors, 

“(b) Stockholders, if any, 

“(c) Employes. 

“5. Revision of the plan in the 
light of suggestions received by 
these groups and, where necessary, 
adjustments of the wage and salary 
structure. 

“6. Drawing up of formal agree- 
ments, usually with professional, 
legal, and actuarial assistance. 

“7. Formal announcement of the 
plan to the employes. 

“8. Administration of the plan by 
continuously selling it to the em- 
ployes, in particular, through com- 
plete financial information. 

“These steps properly examined 
and executed can definitely aid in 
your decision in the installation of 
a profit-sharing plan, thus, spelling 
a brighter and more profitable 
future. 
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Write for your copy—TODAY! 


Service doesnt falter when @# comes from Harry Alter 


The HARRY ALTER CO. Inc. (725,097 7. re '6" 


134 Lofayette St, New York 13, N Y 
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- Advertising Saves Selling Time 


Hussmann Ad Manager Tells Commercial Distributors How Consistent Campaign 
Helps To Accomplish First 3 Steps of Turning Prospect Into Customer 


CHICAGO—-Consistent advertising 

with the emphasis on “consistent” 

is an important selling tool for 
the commercial refrigeration distribu- 
tor, R. E. Stephenson, advertising 
manager for Hussmann Refrigera- 
tion, Inc., declared recently. 

Speaking before the Nationa! Com- 
mercial Refrigerator Sales Associa- 
tion at the group's annual convention 
here, Stephenson asserted: 

“Advertising and sales should go 
together like ham and eggs .. . 
thunder and lightning. Obviously the 
two can't live without each other. It 
works best when you have a marriage 
of love. If it can’t be a marriage of 
love, it better be a marriage of con- 
venience. 


Sales, Advertising Must 
Share Load 


“A good working arrangement 
might well be characterized by the 
old bicycle built for two. Both haul- 
ing their share of the load, both 
pedalling in unison, and both going 
in the same direction.” 

He added that advertising is not 
something that can be used one 
month and then sidetracked for 
several months. 

Stephenson pointed out that aggres- 
sive, competitive distributors operat- 
ing in a territory stimulate interest 
in store modernization, and as stores 
are improved the corner merchant 
realizes the need to improve his op- 
eration or slowly fall by the wayside. 

“It is vital that all of us keep ag- 
gressive in order to insure large pos- 
sibilities for a stable and continuing 
flow of business,” he asserted. “One 
of the best ways I know of for a dis- 
tributor to be aggressive is to back 
up his sales efforts with mechanized 
selling. .. . We are all interested in 
the most economical means of getting 
the order. Let me show you how ad- 
vertising can be a mechanical tool 
in the manufacturing of a sale 


Five Steps Go Into 
Making a Sale 


“There are five steps that go into 
the making of a sale. The first step 
is the contact. You have to make 
lots of these. This is the starting 
point in turning a prospect into a 
customer. ... 

“The second step is to arouse in- 
terest. Here is where you soften 
them up. The sale gets closer... . 

“The third step is to create a pre- 
ference. . . . The prospect must re- 
gard your product favorably. 

“Then comes ep four. We poe 
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ANY SHAPE 
MOST METALS — 


means money saved 


® Your cold plate dollar goes further when you specify DEAN be- 

cause you eliminate waste! You get a plate in the exact size you need 
. not one that is almost right, but a plate that accurately meets your 

j specifications. You name the sizeé—you name the shape . 


You can have plates in zinc metalized steel, stainless steel and in ~~ 
other metals. You can get cylinders, U's, angles, tanks, etc., and also 
. plates for baudelot-type coolers. 


Using DEAN “job tailored” cold plates means dol- ‘ 
lars in your pocket on every job. Try them! ; 


SEND FOR TECHNICAL DATA BOOK ; 


Get che details on DEAN Cold Places for ice cream cabinets, 
\ locker plants, soda fountains, farm milk coolers, farm freeze : 
‘ cabinets, low temperature test rooms, frosted food refrigera- 

tors, window. displays, 

tation and subzero applications for industrial chilling, 


sent a proposal. Showing a prospect 
how your product fits his require- 
ments. 

“And then there is the most im- 
portant step when we close the 
order. These five steps are time con- 
suming and they cost money 

“If you are going to make the 
most profitable and productive use of 
your selling ability, you can't afford 
to devote your valuable time to pre- 
liminary steps along the way that 
can be performed by more expedient 
methods... . 

“Mechanized selling involves tak- 
ing full advantage of the high speed, 
low cost tools of advertising to per- 
form the first three steps in the man- 
ufacture of the sale. If your adver- 
tising is planned to cover these first 
three steps and the advertising 
is done consistently you will find 
that you, the salesman; you, the 
skilled worker; have more time to 
devote to the job where your personal 
touch is so important--steps four and 


five. 
“Time is valuable, so why don't 
you ... take advantage of a sell- 


ing tool that will perform these first 
three operations in the manufacture 
of a sale Bes and at far lower 
cost? . 

“We are all familiar with the na- 
tional trade paper ads placed by the 
refrigeration manufacturers. I think 
I speak for all the people responsible 
for these various ads when I say that 
a lot of painstaking effort goes into 
the framing, language, and appeal of 
these ads. 


Making Proper Use 
Of Trade Paper Ads 


“Through these ads, prospective 
buyers are being influenced; many 
tirhes they are impressed by what the 
manufacturer has to say in these 
trade paper ads. These ads are call- 
ing on many thousands at a frac- 
tion of a cent a call. 

“They are helping to make your 
selling job easier. 


personable as a salesman, but they 
play an important part in the over- 
all advertising program. 

“Then we have the local trade 
papers that cut a section out of the 
mass market. A section that you are 
interested in. Here is your market. 
Are you advertising in your local 
trade paper? If not, why don't you 


analyze this as a part of your mech- | 


anized selling program’?” 

Direct mail, Stephenson said, is a 
tremendous field and the advertiser 
has lots of competition. But, he 
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PRODUCTS, INCORPORATED 
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pointed out, it must be effective, for 
each year American industry spends 
approximately $917,000,000 on direct 
mail promotion 

“Tt can do a terrific job,” he said, 
“af it is planned to meet a specific 
requirement. But if it's going to be a 
part of your mechanized selling, it 
must fit into your production —in 
other words it must be designed to 
sell for less . The important thing 
is that once you have decided on a 
specific program that you continue 
with it. 


Develop Local Campaign 
To Back Manufacturer 


“The manufacturer whom you rep- 
resent is spending many thousands 
of dollars on various advertising 
media. If you really want to cash in 
on this vast expenditure and realize 
how profitable advertising can be for 
you, I would recommend that you 
develop an advertising program. 

“It not only backs up the manu- 
facturer’s national advertising, but it 
can be a definite member of your 
sales team and take care of those 
first three steps in the manufacture 
of a sale 

“The most outstanding problem 
you have is getting enough money 
for your product to make a pro- 
fit... . Price cutting is only used as 
a tool for making a sale by the man 
who doesn’t realize the value of the 
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services he should offer a customer 
or on a customer who has not been 
properly sold on the value of these 
services. 

“Through consistent advertising 
you can sell your prospects on the 
value of the services you have to 
offer so that you can ask prices 
which pay you a profit.” 


Questions and Answers 


Following his talk, Stephenson was 
asked a number of questions from 
the floor. Here are some of the ques- 
tions and his replies: 


What is the effectiveness of sending 
out the same piece of literature again 
and again rather than changing the 
copy each time? 

I wouldn't recommend repetition 
of the same piece more than twice. 
Even though you don't get a big re- 
turn from each mailing, it is doing 
a selling job for you in building up 
prestige and preference. 


How much should we spend for 
advertising? 

I would recommend you set up 4 
sum amounting to 1% to 2% of your 
gross sales as an advertising budget. 
This should cover all types of adver- 
tising—-newspaper, direct mail, hand 
outs, and everything 


Is the effect of direct mail seasonal; 


ost will be ship’ 
ips will be improv 


‘ 


Not in this industry. You can talk 
commercial refrigeration the year- 
round 


If direct mail should go out regu- 
larly, how often should pieces be 
mailed ? 

Direct mai! should go out monthly 
at least. 


What do you think about advertis- 
ing when you don’t want business? 

Keep on advertising even if you 
don't want business. You will agree 
that this is only a temporary condi- 
tion and you want to be on the 
ground floor when you need business 
again. 


What percentage of advertising 
should be direct mail? 

I have never tried to break that 
down. But I would say it would run 
about 60 to 70%. 


What percentage of returns should 
be expected from advertising? 

I wouldn't even hazard a guess on 
that. The products you are selling are 
expensive items that the customer 
gives a lot of thought to before he 
purchases. He doean’t come in to buy 
after receiving one piece of litera- 
ture. I would say 1% returns would 
be satisfactory in our business 
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They'll Do It Every Time. . . By Jimmy Hetlo 


I JUST CAME 
FROM THERE~I GOT 
To KEEP WET DRESSING 
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Have You READ ‘Peace and Progress’ Yet? 
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“| have ehveye Galt teat whatever the Gites Seiuhdennn ousaiiind 
to occur | was not too proud to report. The people are not served 
by pussyfooting, or by that sort of journalism in which nobody will 
ask who is the editor of a paper or the writer of an article, and 
nobody ' will care. "aChertes A. Cans. 


What's Weese with esi 


NO WONDER we're in a mell of a hess! 
Here's how we Americans exercised our franchise in the last 


| five presidential elections. In 1932 only 56% of the qualified 


voters exercised their rights, and in 1936 only 63% voted. In 1940 
a mere 66% of the electors voted; and in 1944 only 57% of those 
who should cast ballots did. In 1948 only 51% voted. 


Ohio responsibleers were appalled at this national non-voting 
trend, and made a local survey to see how these national averages 
compared with their own region. 


Summit County, Ohio, which includes the City of Akron, 
was selected for their survey. Middle class groups—those who 
should be the most responsible citizens—were checked by the 
surveyors. Included in this “middle-class survey” were automobile 
dealers, Chamber of Commerce members, clergymen, independent 
grocers, doctors, members of Rotary and Kiwanis Clubs, inde- 
pendent druggists, and schoolteachers. 

Akron has an active C.I.O. Political Action Committee. Also 
it contains an active and smooth-running Republican organization 
and a Democratic organization split by a factional feud. Com- 
bined, all these diverse-yet-integrated political factors indicate a 


high degree of political interest and a “favorable climate” for 
| researchers. 


| Board of Elections. 


The survey which intrigues us so intriguingly was made follow- 
ing the 1948 presidential election. Its results were counter-checked 
by taking the name of each individual in each selected group 
and checking it against the official records of the Summit County 
(These records do not show how anyone 
voted, but do list the names of everyone who registered.) In some 
instances the same individual was a member of more than one 


| of these polled groups, in which case his name was tabulated only 
/ once. For example, when the same person was both an automo- 


' constitutional government and American institutions—how can © 


bile dealer and a Rotarian he was tabulated as an automobile 
dealer on the assumption that he was more interested in the 
business from which he makes his living than in his Rotary 
membership. 

Here’s what the survey disclosed: 

Automobile dealers—62'2% voted; 21% not registered. 

Chamber of Commerce members—75.43% voted; 19.35% not 
registered. 

Clergymen—67.35% voted; 27!2% not registered. 

Independent grocers—63% voted; 32% not registered. 

Doctors—79.42% voted; 15.82% not registered. 

Rotary and Kiwanis members—85.9% voted; 9.96% not 
registered. 

Independent druggists—72.33% voted; 23.53% not registered. 

Schoolteachers—87.49% voted; 6.10% not registered. 

Conductors of this survey perorate: “The rise into power of 


/the Mussolinis, the Hitlers, and other dictators was brought 


about by the apathy and indifference of the middle class people 
who failed to vote their convictions!” 

It can’t happen here? Why can’t it? It is happening. If the 
very people who have the greatest stake in our American way 
of working and living together aren’t enough interested to 
vote—to protect their heritage of freedom and to preserve 


we assume that America won't be Russianized soon? 
Right now we're being pushed over the precipice. 
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Small Remote-Type Conditioners Seen Answer to 


Low Cost Cooling of Building In Southwest 


LOS ANGELES. Small, remote 
type air conditioners using chilled 
water or direct expansion coils for 
summer cooling and hot water for 
winter heating may provide the 
answer to the problem of mechani- 
cally cooling thousands of existing 
buildings in the southwest, believes 
Ross Rathbun, national sales man- 
ager for Drayer-Hanson, Inc., here. 

This type of system, he declares, 
can be easily installed with a mini- 
mum of changes in the present build- 
ing structure, permitting the addition 
of air conditioning at a cost low 
enough to interest many prospects. 

For example, he says, the concealed 
type model of  Drayer-Hanson’s 
“Spotaire” HRC series units is gen- 
erally installed out of sight in the 
upper area of a clothes closet. Neces- 
sary grilles are placed in opening 
cut in the door, wall, or wherever 
practical. 

Electrical connections are made; 
pipes leading to hot water boiler, 
water chiller, or direct expansion 
systems are jointd to the unit, and it 
is now ready to function. The cabinet 
enclosed model is furnished for ceil- 


designed 
for your 


RUDY 
CONDENSERS 


Any type... brazed . . . crim 
ed... clean... tight ... high- 
est quality ... prompt service 
... low cost. 


WRITE FOR DETANS 


RUDY Manufacturing Co. 


, Specialists m nS 
Marvtacturing Evaporators ond Condensers | 
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Ain Conditioning 


Air Conditioning Units 
1%-20 tons 
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| wpper port of closet con be 
seoled off. 


= fartite 
~._ OAT == Ee Ser 
as. CR unit LEFT, “Spoteire” HEC unit 
= ood instotied in fturred spoce 
ran! between two closets oF 
oo beth ond closet in normal 
tt hotel room. Return air 
brought in through occess 
9 % in furred spoce os itive. 
—, = voted 
—_ is 
RIGHT. Closet installation * ~ a - wees TL. —= 
showing location of dis- —————— Pee, 1 wna WATE _ - 
chorge ond return air grille. — wae: -— 
f desired, return moy be 
located in side wail. Filter | | | 
|g £0" be instolied behind re | 
, turn air grille. Entire closet 
ects os co plenum or the | 0] 


ing installation, but the hookup is 
the same. 

Both the concealed and the cabi- 
| net enclosed models come with 3, 4, 
or 6-row coils and heat or cool, filter, 
ventilate, dehumidify, and recirculate 
air. 

They were originally designed for 
operation with chilled or hot water. 


Vabilis’ Maisie Seles 
For Thomas Brennan Co. 


PHILADELPHIA -—- Thomas F. 
| Brennan Co., industrial air condition- 
ing, heating, and refrigeration con- 
tracting engineers, 
recently announc- 
ed the appoint- 
ment of Charles 
M. Valdes as sales 
manager. 
Valdes was as- 


lic utilities 


trial engineer and 
| commercial man- 
| ©. M. Valdes seer During the 
last seven years he has been con- 
| nected with three Philadelphia air 
conditioning distributors. 


York Equipment Will Cool 


¢ 


sociated for sever- — 
al years with pub- | 
in 
Cuba and Puerto | 
Rico as an indus- | 


TVA Office Bldg. Addition | 


YORK, Pa.—York Corp. has an- 
nounced that it is supplying equip- 
ment to cool the new four-story ad- 


dition to the Tennessee Valley Au- | 


thority office building, now under 
construction in Chattanooga, Tenn. 


Installation will be made by the 
firm's distributor in Chattanooga, the | 


Southern Blow Pipe & Roofing Co. 
The original portion of the seven- 
story TVA building, which was com- 


| pleted this spring, is also air condi- | 


| tioned with York equipment. 


Coo 


LING 


TOWER 


with the Fill of New Scientific Design. It 
provides for more capacity by main- 
taining even woter distribution 


throughout the unit. 


- 


KRAMER TRENTON CO.- Trenton 5, NJ. 


For summer cooling, chilled water is 
pumped through simple piping to the 
finned coils within the conditioner. 
Hot water is pumped through the 
same piping to the same coils for 
winter heating. 

These units may also be provided 
with direct expansion coils using 
“Freon” as a refrigerant. 


Working with Hotel Supply Firms Helps Dealer 
Get Tips Leading to Air Conditioning Sales 


WACO, Texas-Making it a policy 
to cooperate closely with local hotel 
supply organizations has resulted in 
a steady and profitable stream of 
air conditioning contracts for Thomas 


R. Turnipseede, who is head of 
Turnipseede Refrigeration Co. which 
is located here. 

Turnipseede was a_ refrigeration 
mechanie for 10 years before opening 
his own business and taking on Koch 
commercial refrigeration and Typhoon 
air conditioning equipment. 

Almost since the first month, he has 
been successful in landing restaurant 
and hotel air conditioning installa- 
tions, particularly in the small-ton- 
nage field-—and he credits many of 
the leads directly to hotel supply or- 
ganizations. 

These firms are among the first 


BOSTON—-The Westinghouse Elec- 
tric Corp. will expand its manufac- 
turing operations in the Boston area 
soon with a $1,250,000 building 
project at its Sturtevant Div. plant 
in Hyde Park, Mass. The Hyde Park 
plant manufactures air conditioning 


equipment, commercial fans, and 
blowers. 

The increasing demand for Sturte- 
vant Div. products has seriously 


taxed the present facilities. The new 


plans to remodel and Turnipseede is 
often able to get to the prospect even 
before the subject of air conditioning 
has come up 

He installed more than a dozen 
such installations in the Waco area 
within a year, including motels, small 
hotels, and restaurants 

In each case it was a friendly 
tip from a hotel supply firm which 
led to the contract, according to 
Turnipseede 

Naturally, Turnipseede reciprocates 
with similar tips to the hotel supply 
firms, which bring them prospects 
for the lines carried 

“This sort of coordination is par- 
ticularly important in the case of 
small institutions which do not ad- 
vertise for bids, or otherwise make 
their remodeling plans known,” he 


structure is expected to provide not 
only sorely-needed space in which 
to expand but also an opportunity to 
make more efficient use of existing 
areas. 

Operations in the new building will 
provide new jobs for an estimated 
200 people 

Total employment at the Hyde 
Park plant will reach appriximately 
2,200 when the new facilities are 
fully manned. 
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BURNISHING ACTION / 


ete 
“ROLLS FLARES iN THE AIR” 

Here is a flaring tool that goes far beyond ordinary 
tools in quality of flare and ease of operation. It not 
only rolls 45° S.A.E. flares in the air, but automati- 
cally burnishes them to produce the finest flares we 
have ever seen. Flares all the most popular sizes of 
soft copper, brass and aluminum tubing. 


FAST EASY OPERATION 
Tubing is clamped in die block so it extends approxi- 
mately 4" above face of block. A single lever at end of 
block provides quick, easy tightening. With yoke in 
position, feed screw is turned 3 or 4 revolutions after 
cone contacts tubing. This makes a 
perfect flare. When backing off flaring 
cone, a special mechanism causes 
“>___— burnishing of flare. 


Ne. 500-F Imperial Rol-Air Floring Tool. 
Flores and burnishes 3/16", 1/4", 5/16", 
3/8”, 1/2” and 5/8” O. D. Tubing. 

Price each 


FEATORE OF 
The HEW 


IMPERIAL 


FOI-ALR* 


$9.25 


See Your Jobber. Ask for Bulletin 3003 
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FLARING TOOL 
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Why One Succeeds Where Another Fails 


Given Equal Products To Sell, The Dealer That Offers an Efficient 
Service Department Will Lead In Making Sales 


(HICAGO Why tw it 


that one when he calls on the next dealer only 
commercial refrigeration distributor a short distance away, such as from 
m one community will bulld such Sioux City to Omaha. a distance of 
complete acceptance for the products 100 miles 
he handles that he hogs local bus “His equipment seems to have 
nees, While another dealer in & Near taken « lot of enales resistance. the 
by community handing the same line factory doesn't know how to build 
will te faeed with terrific sales restat em, prices are too high, conditions 


are bad, and competition is too keen 

Irving W. Shell, president of the No, the anewer is not always a 
lew Shell Co. here, and newly elected = pond salen organization. It could be 
president of the National Commercial «4 good service organization. Yes, and 


Kefngerator Bales Aawociation 
groupe 
suggested ar 


The anewer 


" @ that in just what I invariably found 


venth annual the leading distributors, the dealers 
anawer who did the greatest volume had 
an efficient service department 

Our experiences have been 
parallel Our wood working and sheet 
metal shops have two outside men 
with their automobiles waiting 
to anewer service calla 


talk at the 
miventhior 
san efficient service 


department own 


Sereice Makes Sales 


wr 
Service ia the own 


motivating power 


thet helps make more sales Shell 

declared, while knowledge of your 

custanners needa from & «ervice Vights, Holidays dre 
standpoint lays the foundation for Important, Tvo 
future sales 


This in what on “Our 


the subject 


Shell had to say refrigeration service depart- 


ment i# not only content with render- 


In my travels I have made one ‘1K service all day long, but are on 
very important discovery, which has call during the night and holidays 
been responsible for directing my ef as well 


“With frozen foods and other per- 
ishables climbing to greater impor 
tance to the over-all volume in food 
stores, the immediate servicing of 
foreed convection cases is more im- 


forte towards rendering more 


better service to our customers 


and 
My discovery wae the simple fact 

town had from five 
to 25 distributors, depending 


that each city 
on the 


ize of he metropolia, but invariably portant than ever before, an there 

mty two or three distributors did are no holdover plates in modern 
most of the volume, and in some ter equipment 

ritortes only one distributer did more True, it is all-important to edu- 

business than the total of all the cate saleamen and teach them how 

ghere to make more sales, but it is just as 

important to educate service person- 

. nel to render the proper kind of 

leading Ufr. Doesn't Always service to help cement friendly cus- 

tet the Cream tomer relations, and help foster 
oodwill 

Further investigation revealed . With that in mind we produced 

that the leading distributer did not P 


a booklet which we ask our employes 
to study Here is a bit of 
tents 

‘This business is tust a group of 
people working together to make a 


necessarily represent the leading 
manufacturer, All enclosure manu 
facturers, a8 you ne doubt know, 
have factory men calling on dealers 

These men are usually referred to 


its con- 


an living. Ite success depends on how 
as district sales managers. They are well we cooperate with each other 
hand-picked they are, so to speak, Anything that hurts this business 
the ‘oream of the crop they of hurts every one of us. Try to protect 
necessity have @ terrife knowledge it every way you can. Do your job 
of the business, and, in general, are well, Every installation must be a 
clever, quick-on-the-trigger, with all credit to you and your company 
the answers at Chew Sager wpe Every customer must be a satisfied 


Well, all the anawers, but one 
here 


and 
that ia hard for the 
istrict men to understand, He steps 
territory and finda product 
terrific. His dealer is do 
ing a big job and there is nothing 
wrong with his equipment, factory 
or personnel 

He leaves that dealer 
dehghted with an 


customer and a booster for our prod- 


ie the one ucts and services 


—_ When You Arrive on the Job 
‘Do these things upon arrival at 
the job, and while the job is in 
progress 
‘a. Make a good impression on 
the customer and the public 


acceptance 


happy and 
order in his 


pocket, muttering to himself that his “"b. Proceed with the work in a 
factory puts out the greatest equip systematic, orderly manner 
ment in the world, at probably the plan ahead to keep men busy, 
lowest prices, and that this is a to avoid confusion and congestior. 
smart town they won't buy any preas the work vigorously right 
thing else from the beginning 

However, his ego is soon deflated complete the work at the earli- 


and hie amile of victory is soon gone eat poasible moment 


WHY DESTROY ) 


Expensive Equipment 


by using 
Destructive 


Substances 


Chemicals that EA Tinos way out of Metal. Weed 
o@ Plastic conteivers are ajuriows to the very 
wwrteces thet they are tended te treat If « 
qian contewer should be accidentally broten 
the contests could do enteld damage to valvable 


” SOLVE 


(In tablet or granular form) 


HIGH HEAD PRESSURE QUICKLY 
‘aed May Be Used White Pleat & @ Operation) 


REMOVES RUST SCALE ALGAE 


And other emrusting maner trom Condenser Tubes sad Com 
preston feckess @ | to 5 deve AND SOLVER KEEPS “J 


CLEAN 
os sare wes SOLVEX « 
Distributed by 


© VIRGINIA SMELTING CO. 
WEST NORFOLK, VIRGINIA 


Manufactured by 
CHEMICAL SOLVENT CO. ® 8 


3005 16th Street, North 7 
BIRMINGHAM, ALABAMA 7 


@ 


Please Do Not Disturb 


‘ce. Act in « high class, work- 
maniike manner that will build 
goodwill for you and the company 

avoid loud talking, loud instruc- 
tions to men, whistling, and other 
disturbing practices 

avoid smoking on the job, avoid 
loitering 

a NEVER take any edibles or 
anything else belonging to the 
store, and do not permit others of 
our men or men employed by our 
subcontractors to do so 

‘e. Keep the premises swept 
up and clean, keep rubbish neatly 
piled or boxed, and remove it at 
earliest possible moment 

‘f. Keep your clothes neat and 
clean, shave daily, act respectful 
and demand respect 

“‘g. Protect the premises and 
interests of the customer in every 
possible way. 

‘‘h. Handle all equipment with 
extreme care so that it will not 
become damaged in any way: 

do not place material where it 
can be knocked down, scratched, 
stepped on or soiled 

“4 Do not tolerate slip-shod or 
careless work, such as hammer 
marks on wood or metal. Use nail 
set to set nails, touch up all 
scratches promptly 


When You Leave the Job 


“"Do these things before leaving 
the job 
‘‘a. Check over all work to be 
sure there are no loose ends 
level up all equipment 
clean off all dust 
clean up all glass, wood and 
steel 
sweep floor and remove all rub- 
bish 
check recent installations in 
vicinity and report to office.’ 
“Notwithstanding the fact that 
the services mentioned heretofore 
are important, there are other serv- 
ices that are most essential for good 
profitable operations 
“Upon further investigation, I find 
that there are several very successful 
dealers who very ably render the » 
following services that are part and 
parcel of doing the necessary things 
for the retailer that serve to make 
him rely on the equipment distributor 
more often for help and assistance in 
his problems and ever-growing needs 


Offer Complete Service 


“The completeness of the services 
offered by these dealers includes 

“STORE PLANNING: consisting 
of consulting services for floor plan- 
ning, information on source of ma- 
terials, proper space allocation in 
store, assistance and supervision of 
fixture displays, suggestions and as- 
sistance in buying fixtures, equip- 
ment, and merchandise, assistance in 
surveying a location and neighbor- 
hood, suggestions on building plans, 
parking lots, and signs. 

“INTERIOR DECORATING: con- 
sisting of information on decorative 


color combinations and effective store 
lighting 


“INCREASING SALES: by assist- | 


ing in store openings, sales promo- 
tions, improving customer relations, 
and improved over-all store efficiency 

“REFRIGERATION SERVICE: by 
proper follow-through on installations 
and servicing of equipment, follow- 
through and supervision after instal- 
lation, maintenance tips, information 
on service problems, and 24-hour 
service every day 

“EDUCATIONAL DATA: by sup- 
plying information on pre-packaging, 
supplies of materials, and informa- 
tion on latest food handling tech- 
niques 

“Some distributors even put out a 
monthly news bulletin, which de- 
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scribes recent installations, shows 
before and after pictures, shows the 
smiling face of a happy merchant 
who remodeled and increased his 
volume, shows ways and means of 
increasing the retailers’ profits, de- 
scribes methods and means of better 
display, and even go so far as to 
advertise, at no cost to the merchant, 
the used equipment the merchant 
would like to unload. All this and 
more 


More Than a Repair Shop 


“So, it is resolved that a success- 
ful distributor must have an efficient 
service department which embraces 
all the phases of service heretofore 
mentioned, and does not necessarily 
begin or end with the repair of a 
broken compressor 

“The insufficiency of service auto- 
matically stunts dealer growth, and 
as a result sales resistance becomes 
unbearable and hard to cope with 

“So, my advice is to render service 
until it hurts, and in time sales re- 
sistance will melt away like the snow 
on an automatic defrost coil.” 


Coolerator Service Dept. 
Adds 2 Field Engineers 


DULUTH, Minn.-Two new field 
engineers, Arthur A. Brannan and 
James A. Verhovek, were appointed 
to the Coolerator Service Dept. re- 
cently, it was announced by Eugene 
S. Orren, supervisor of field engineers 
of Coolerator Co. 

Brannan received his engineering 
training at the Marine Maritime 
school in New London, Conn. during 
World War Il. After the war, he 
spent considerable time in refrigera- 
tion and air conditioning with several 
large dealers. 

Verhovek joined the field engineer's 
staff directly from the Coolerator En- 
engineering Dept. 


Store’s Ad Ties In with 
Fire Prevention Week 


HAMBURG, N. Y.--Hamburg Ap- 
pliance Co. promoted its service busi- 
ness through a tie-in with Fire Pre- 
vention Week 

The store used an advertisement in 
the community shopping guide and 
store display to tell its story. Said ad 
copy 

“Hamburg Appliance Co., cooper- 
ating with your local Fire Depart- 
ment in promoting Fire Prevention, 
reminds you defective appliance 
cords can cause fires and serious 
personal injuries. We repair all types 
of appliances. So why not bring your 
repair problem to us.” 


Weyburn Given Sales Post 
By Flexible Tubing Corp. 


GUILFORD, Conn.—-Flexible Tub- 
ing Corp. here has announced the ap- 
pointment of Reed A. Weyburn as 
representative-distributor sales. 

He will assist A. H. Loux, man- 
ager-distributor sales. Prior to join- 
ing Flexible Tubing, Weyburn was 
with Connecticut Light & Power Co. 
for seven years, and The Stanley 
Works’ Steel Strapping Div. 


White Joins LOF Div. a- 
Merchandising Specialist 


TOLEDO ~—- Robert K. White has 
joined Libbey-Owens-Ford Co. as a 
merchandising specialist for the com- 
pany’s plastic markets’ products, it 
was announced by Wyatte Hicks, 
public relations manager for L.O.F.’s 
Plaskon Div. 

White will encourage Plaskon cus- 
tomers to utilize the division's adver- 
tising and promotion programs for 
the benefit of their own sales. He was 
formerly with Swift & Co., Chicago 
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What's New 


When requesting further information on new 
products, please use “Information Center” form. 


Open Ends on Roll Feature of Bendix lroner 


——KEY NO. B-1040-————_ 


SOUTH BEND, Ind.—A new auto- 
matic ironer has been introduced by 
Bendix Home Appliances as part of 
its 15th anniversary line. 

In addition to new styling, the 
ironer has two functional features. 
A retractable shoe and three open 
ends of the roll offer greater flexi- 
bility. 

With the motor housing below the 
work surface of the ironer, the roll 
and shoe are completely free of ob- 
struction and any size or shape of 
garment can be ironed without 
“bunching.” 

The new model, with gray-green 
plastic and chrome trim, features a 
thermostat at each end of the shoe. 
Both of these thermostats can be 
operated singly. 

The forming board is so located 
that garments are rolled under not 
over the top of the roll. 

Another feature of the new styling 
is the concentration of controls in 
one dial. The unit also has adjustable 
height control and equalized ironing 
pressure. 

Suggested retail price is $279.95. 

J. S. Sayre, general manager of 
Bendix, announced that “We are 
resuming ironer manufacture and 
and sales on a market-by-market 
basis to keep from spreading produc- 
tion too thinly. We expect to pro- 
duce at a steadily climbing rate until 


we reach a production figure equal 
to our anticipated sales.” 

Sayre also said that a new and 
different sales approach had been 
designed and that this will be out- 
lined to distributors and dealers in 
connection with the ironer introduc- 
tion. 


‘Supercharger’ Carbonates 
Ordinary Tap Water 


CANFIELD, Ohio—Without use of 
any mechanical agitators or refrig- 
eration equipment, a new patented 
carbonator has been introduced to 
convert ordinary tap water into ex- 
tremely concentrated carbonated 
water. 

Carbonic Dispenser, Inc., which 
makes the new “Supercharger” car- 
bonator, claims that it is the first 
basic new development in the method 
used to carbonate water since the 
year 1807. 

A specially designed jet intake 
nozzle foamesces and _ recirculates 
the water at high velocity into a 
pressure tank containing CO: gas. 
This action completely destroys the 
surface tension of thé water. As a 
result, countless bubbles are formed. 

The bubbles are filled with and 
surrounded by CO2 gas, which makes 
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for almost 100% complete saturation 
and, size for size, means that Super- 
charger carbonators produce two to 
five times more carbonated water 
with less than one-half the running 
time required by any other type of 


carbonator heretofore built, the manu- 
facturer claims. 

Supercharger carbonators are built 
with 100 to 500-gal. per hr. capaci- 
ties. Both horizontal and_ vertical 
tank units are available. The equip- 
ment is completely automatic, quiet 
in operation and can be used, without 
pre-cooling, with any water pressures, 
and with any type of beverage pro- 
ducing or dispensing equipment. 


Home Heat Down at Night 


KEY NO. B-1042—— 


An automatic day- 
| night thermostat control that will 


_— 


| 
i 


| 


turn home heat down at night and up © 


in the morning has been introduced 
| by Temp-O-Matic, a division of 
| D-Frost-O-Matic Corp. here. 
The Temp-O-Matic operates entire- 
ly separate from the thermostat. A 
| timer control actuates a small elec- 
tric heater which is placed under the 
| thermostat. At night, when the heater 
automatically switches on, the tem- 
perature indicator on the thermostat 
rises from 6 to 10° F., thus shutting 
off the furnace until the room tem- 
| perature lowers. 
At a specified time in the morning, 
| the Temp-O-Matic thermostat heater 
clicks off and the furnace immediate- 
ly starts up 
The timer switch plugs into the 
nearest electric outlet. Cost of elec- 
tric current for the heating element 


| two years. 
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is said to be about one cent a month. | 
Temp-O-Matic is priced at $16.95 | 
and is covered by a guarantee for | 


Jordon Introduces Medium-Sized Reach-!n 


——KEY NO. 86-1043 


PHILADELPHIA — Jordon Refrig- 
erator Co. recently introduced its 
model 8-40 reach-in described as a 
“medium-sized, medium-priced” re- 
frigerator equipped with a ‘s-hp. 
sealed unit and the “Jord-O-Matic” 
ceiling-mounted, high-humidity blow- 
er coil 

The S-40 is available with either 
seven heavy-duty wire shelves (5- 
40JFC) or with four shelves and two 
rows of meat hooks behind the long 
door (8-40H). 

As in all other Jordon reach-ins, 
the new model is of heavy-gauge 
welded steel construction. All seams 
and joints are moisture-proofed and 
extra-thick, non-settling glass fiber is 
used for insulation, according to the 
company. 

Interior is of polished aluminum 
and the exterior of polished stainless 
steel. Heavy-duty chrome hardware 
is provided, with the padlock feature 
being added to the door handles if 
desired 


Dimensions of the reach-in are 71 
in. high, 33 in. deep (with hardware), 


and 594% in. wide 

Jordon pointed out that the model 
requires no special installation or 
wiring. 


Mdntire Redesigns Line of Filters, Strainers 


——KEY NO. B-1044——— 


NEWARK, N. J.--MclIntire Con- 
nector Co. is now marketing a com- 
pletely redesigned line of filters and 
strainers 

Featuring the “Permaciean” filter- 
ing element, the new filters and 
strainers are said to be especially 
valuable in permanent, heavy-duty 
service for the run-in of new instal- 
lations, as well as for corrective serv- 
ice on established units. 

The “Permaciean” filter has a 


graded density which is progressively 
increased in the direction of flow with 
final filtering to 10 microns or 
smaller 

The new line of filters is available 
in factory-sealed and cartridge types; 
strainers in pencil type and factory- 
sealed type; demountable strainers in 
angle type, straight-thru type, and 
“Y” type. 

Full information is contained in 
Bulletin 9FS available at wholesalers 
or directly from the manufacturer. 


Q. where do | find prospects? 


What Dealers say they want 
to know about Room Air Conditioners 


(Based on an impartial survey) 


A. Everyone in your area who wants real year ‘round health and 
living comfort is a real prospect—everyone who lives in a 
house or apartment—everyone who has an office, 

Add to these the prospects who wish to make their services 
more attractive or increase their profits — doctors, dentists, 
hotel and motel owners, builders and industrial firms and 
you have unlimited prospects for Remington Room Air 


Conditioners 


Q. How can | make air conditioning a year ‘round business? 


A. By year ‘round selling of Remington Room Air Conditioners’ 
year ‘round health and comfort features—constant, controlled 
fresh ventilating air, filtered free from dangerous dust, dirt, 
pollen, gently circulated without drafts and dead spots, humidity 
control on damp, muggy days, noise elimination plus actual 
electric heating on Remington consoles. 


a How much do | have to invest in inventory ? 


A. Very little. Remington offers the industry's most complete 
line—a model for every need—a need for every model—yet 
this wide range can be demonstrated with only a few 

And there’s Remington's new floor plan, part of a new 
manufacturer-distributor-dealer franchise you can't afford 


to miss. 


| Q.. what will the manufacturer do to help me sell? 


A. The whole answer, and it’s a big one, is in the Remington 
Franchise. It will please you, for it's all planned to make your 
job easier and more profitable. National consumer adver- 
tising, publicity, point-of-sale aids, direct mail pieces, adver- 
tising to special markets, cooperative advertising suited to 
your needs—all these will make room air conditioners big 


business for you. 


Get all the facts today by mailing the coupon below. 


Send me the Remington story. 


REMINGTON AIR CONDITIONING DIVISION 
11-1 Willey Street, Auburn, New York 


FOR HEALTH and COMFORT 
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How Locker Plants Can Sell To Freezer Owners 


Being a Salesman Is Difference of Success or Failure; Show Freezer Owners 
How To Profit by Renting Additional Space, Buying Food, Supplies from You 


OMAHA. Neb If you think your 
customens appreciate what you folks 
have done to improve the food stand- 
ards in Amerva, mistaken,” 
declared Robert Jones of Pennasyl- 
vania Power & Light Co at the an 
oual convention of the National 
Froven Food Locker Inatitute here 

In they have 


youre 


faith in your in 
tegrity’ In most cases they don't 
think. too well of you maid the 
utility's farm sales manager. “One of 
the basic reasons for thie attitude is 
the problem of meat shrinkage” 


However, in his talk on “New Hori 
some for the Locker Industry,” Jones 
told the group that “your industry 
has undoubtedly contributed as much, 


if not mere, to the good health and 
living standards now en 


America than any other in 


impr 
poyed in 
duatry 


But to broaden ite horizons, the 
locker industry should (1) use better 
sales methods, and (2) improve cus 
tomet relations, he said, basing his 
statement on several visita to various 
locker planta 


ved 


To cheek as to whether those two 
fundamental principles were the red 
lightia that were slowing down the 
locker plants from becoming the food 
centers of America, my next step was 
to talk to your customers, the pur 
pose being to find out what they liked 
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and disliked about doing 
with you 

May | suggest you talk frankly 
with a few of your customers on that 
subject, or better yet, have someone 
not connected with your business do 
it and report back I am sure you 
will be surprised at what you will 
learn,” predicted Jones 


Weat Shrinkage Is Biggest 
“ripe 


In practically every case during 
my interviews with your customers, 
meat shrinkage was their main 
gripe In most cases it was the 
foundation of poor customer relations 
and the basis for the most unfair 
rumors affecting your industry, such 
as ‘the meat cutter selects a good cut 
of meat for his own use, ‘a lot of 
the shrinkage finds its way into the 
operator's pockets, missing food 
packages from lockers or bulk stor- 
age 

“In most cases I want to believe 
them to be malicious rumors. How- 
ever, in some instances they may to 
a degree be factual 

“Regardiess of what you as op- 
erators think and know about the 
ethics of your business, the future 
of your business depends to a large 
degree on your customers’ attitude 
toward your business methods,” he 
cautioned 


business 


Sell Your Superiority 


“At times I patronize three locker 
plants in my trading area; two of 
them are members of your institute 
and the other is not. To me as a cus- 
tomer there is practically no differ- 
ence in the type of service rendered 
Neither one of them has ever told 
me or Mrs. Jones that the wrapping 
materials were of the highest quality 
or the processing methods were 
superior to those we practiced on the 
farm 

‘None of them have ever called at 
the farm to tell us of a good buy in 
meats, vegetables, or fruits. No real 


attempt has been made to sell us 
supplemental storage facilities or 
keep our freezer stocked with foods 


which we do not raise on the farm 
Our telephone calls to the locker 
plant have been all one way. We 
made them 

“Last year we bought $1,207 worth 
of frozen foods, not including ice 
cream. The locker plant operator got 
only one third of the purchases. The 
local grocer got one third, and the 
chain store got the other one third, 
and the drugstore got practically all 
of our ice cream business 

‘About two weeks ago,” Jones said, 
‘I was visiting a friend of mine who 
ia the sales manager of a large man- 
ufacturing company. I told him I was 
invited to talk to you folks about 
sales methods, at which point his 
wife piped up with the remark, ‘they 
sure can use it,’ and related her ex- 
perience with what I considered one 
of the better locker plants in the 
community 


Nobody Cares 


“She had rented locker space at 


| the plant for about two years and 


purchased quite a lot of food prod- 
ucts from the operator. About a 
month ago she went to the locker 
plant and canceled her locker storage 
facilities because of having recently 
purchased a freezer. The story as she 
relates it ia that the locker plant 
employe, not the manager, never 
asked her why she was canceling the 


locker, did not attempt to sell her 
on retaining the additional storage 
facilities since he didn’t know she 
was « recent freezer owner, made 
no attempt to sell her packaging ma- 
terials, vet he maintains a good stock 
well displayed. Not once did he re- 
late how the locker plant could be of 
real service to the freezer owner. 

“The amazing part of the story is 
that the very same day the locker 
space was canceled; the woman 
visited a hardware store and bought 
$22 worth of packaging and process- 
ing materials. Do you think that 
hardware dealers know as much about 
the requirements of packaging foods 
as your experts? I don't think so. 
However, the difference between the 
hardware dealer that made the sale 
and the locker plant employe who 
lost not only the sale of the pack- 
aging material but the other sales of 
the services offered by the locker 
plant was salesmanship 


Order Taker or Salesman? 


“The hardware dealer 
salesmanship; the 
was an order taker 

“Don't be a storekeeper, be a sales- 
man,” Jones urged. 

“Being a salesman will make the 
difference between success and failure 
particularly in the highly competi- 
tive food industry. Being a salesman 
requires a knowledge of what cus- 
tomers don't like and giving lesa of 
it--of knowing what customers like 
and giving them more of it. 


practiced 
locker employe 


Customer May Not Always Be 
Right—But She’s Important 


“The most important part of any 
sales program is her majesty ‘the 
customer.’ 

“1. A customer is the most im- 
portant person in your business, 
whether she be in person, or on the 
telephone or by mail. 

“2. A customer is not an inter- 
ruption from work, she is the purpose 
of it 

“3. We are not doing her a favor 
by serving her, she is doing us a 
favor by giving us an opportunity to 
serve 

“4. A customer is a person, not a 
cold statistic. She is a flesh blood 
human being with feelings and emo- 
tions like your own and with vices 
and prejudices 

“5S. A customer is a person who 
brings us her wants. It is our job to 
handle them profitably to her and to 
yourself 


Trade on Dependability 


“6. Customers like to be sold. 
They like to be sold on the sincerity, 
honesty, and dependability of the 
person from whom they buy. 

“What are you doing about selling 
honesty, sincerity, and dependability ? 
Those three words should be the 
foundation of your customer relations 
program. Every business enterprise 
needs good customer relations to 
exist in today's competition for the 
customer's favor. A customer usually 
places her business where she places 
her trust. Earn that trust, and you 
have a good opportunity of getting 
the bulk of her business 

“The future of your business can 
be likened to a barrel that is full of 
potential sales and good customer re- 
lations. While the barrel is full you 
are only getting a small part of what 
is in the barrel; the big portion is 
leaking away to your competition 


| 


“Let's take a look at some of the 


Beverage 


“A CASE OF COOL JUDGMENT” 


Blocold 
DRINKMASTER 


336 Cubes, 
is Sold Only to and by 
Service Depts. NOT Sold By Bottiers or 


Cleaner Competition. 
Glossy Photos and Descriptive Literature. | 


Mid. by UNITED FRIGUATOR ENGRS. 


Stainless 
Steel 


528 Cold 12 oz. Bottles. 


Dealers with 
Distributors. This Makes For 
Write for Salesmen's 


MENOMINEE, 
MICH. 


leaks and try to insert some plugs 
to stop the leaks 

“1. Inadequate explanation of 
shrinkage. 
“2. Lack of salesmanship. 
“3. Poor customer relations. 
“4 Unsanitary places of business. 
“5. Discourteous employes. 
“6. No outside sales force. 


“7. No sales promotion program. 

“8 Inadequate accounting system. 

“9. Insufficient or poor use of ad- 
vertising media. 

“10. Inadequate stocks of mer- 
chandise 


“You folks undoubtedly know what 
are the proper plugs for these leaks 
much better than I do. However, it 
might be well to get an outsider’s 
viewpoint,” Jones said. 


Don't Assume, Explain 


“1. When you sell a bulk purchase 
of meat, why not spend some time 
with the customer and explain what 
in the way of net weight the cus- 
tomer can expect. Tell them they 
can have the trimmings. In extreme 
cases show them the trimmings. You 
might lose a sale occasionally, but 
you won't lose the customer's faith 
in you as an honest businessman. 

“2. Salesmanship must be con- 
tinually practiced in order to be suc- 
cessful. A salesman can be likened 
to a lawyer, doctor, or any of the 
professions. It requires, in addition 
to study, a considerable application 
of effort and personal ingenuity. A 
salesman’s job is to create a desire 
for products and services beyond the 
customer's desire of retaining cash 
or credit, pointing out the need for 
and value of the product, giving the 
assurance that the product fills the 
need, and asking for the order. 


Need for Sales Training 
Course? 


“Perhaps a suggestion would be in 
order that your association, through 
its sales or marketing committees, 
set up a sales training course that 
would be made available on a local 
basis for the employes of locker 
plants. Don’t sell the need for sales 
training short. It is America’s great- 
est economic need today, and sales- 
manship is what made America 
great and will, if practiced, keep it 
great. 

“3. Good customer relations are 
accomplished by the practice of the 
Golden Rule. We are all customers. 
How do we want to be treated? Let's 
treat our customers as we want to 
be treated. When we lose a ‘cus- 
tomer let's find out why in order 


FEATURING 


that we don't lose more. The best 
way to find out why we lose a cus- 
tomer is to talk to the customer. Per- 
haps if we showed enough interest 
in the customer he will come back. 
One very successful businessman said 
he figured it cost five times as much 
to get a new customer as it did to 
retain an old one,” Jones recalled. 


Cleanliness Necessary 


“4. Is your place of business 
as clean as your customer's kitchen’ 
If so, that’s not enough. It must be 
cleaner than most of them. Clean 
coats, aprons, and processing centers 
are all conducive in promoting busi- 
ness. When did you last house clean 
your plant? Take a good look at the 
coats you make available for your 
customers to go into your storage 
room. Do you like them? 

“5S. Let's not kid our customers. 
Many times familiarity breeds con- 
tempt, and we wonder why customers 
stop trading with us. Why not have 
short but frequent meetings with 
your employes on how you want your 
customers treated. They are your 
guests when they are in your place 
of business. Again the Golden Rule 
applies. 


Outside Salesman Might Help 


“6. Iam not at all convinced that 
a well-trained outside salesman is not 
the solution to the competitive phase 
of your business. A sales call on 
freezer users in your trading area 
would most certainly be the best of- 
fensive in combating your competi- 
tion. Door-to-door salesmanship 
could well be the key to new markets 
for you. 

“7. A sales promotion program 
for your industry can take many 
forms. A powerful sales promotion 
tool is the telephone. There is a direct 
ratio of return calls to outgoing calls. 
If the outgoing calls are properly 
made, formulate a sales approach for 
telephone solicitation. Train your em- 
ployes on how to sell on the phone. 
Perhaps your telephone company can 
help in setting up a program on the 
proper use of the telephone in sell- 
ing. 


Use Mailings To Advertise 
Special Values 


“Regular mailings to customers 
and prospective customers informing 
them of special values on frozen 
foods and services should be made. 

“Obtain a list of recent freezer pur- 
chases from dealers, power com- 
panies, R.E.A., etc. 

“Conduct cooking schools showing 
how and why frozen foods are best. 

(Concluded on next page) 


SNAPFLEX CONTACT ACTION! 


Here's a refrigeration control that gives 
longer life and better performance than amy 
other single pole control available today. 
And, one of the big reasons is SNAPFLEX 
contact action! 

Only PENN has SNAPFLEX .. . an ex- 
clusive design in contact structure which 
provides “roll-wipe-snap” action on closing 
and opening. Result? No bounce . . . no 
closing arc... no welding of contacts! 

But that’s not all. There's the “in-line” 
power unit with range spring and bellows 
directly opposed to assure that once settings 
are made, they'll stay that way. Direct 
reading cut-in and cut-out scale . . . no addi- 
tion or subtraction, no waiting to check tem- 
perature or pressure, just set it and leave it. 


Mounting position or vibration does not 
alter calibration or accuracy of performance. 
And there's more. You get what you've al- 
ways wanted . . . the unmatched features 
and dependability of the famous PENN Se- 
ries 270 two-pole switch in SINGLE-POLE 
construction. 

In this complete line, there are low and 
high pressure models . . . temperature models 

. and dual models combining pressure 
with built-in high pressure safety cut-out. 
Get the full story on the PENN low-priced 
single pole control. Ask your wholesaler or 
write Penn Controls, Inc., Goshen, ind. 
Export Division: 13 E. 40th Street, New 
York 16, N. Y., U.S.A. In Canada: Penn 
Controls Limited, Toronto, Ontario. 


AUTOMATIC CONTROLS 


POR REATING, REFRIGERATION, AIR CONDITIONING, PUMPS, AIR COMPRESSORS, ENGINES, GAS RANGES 
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AIR CONDITIONING & REFRIGERATION NEWS, OCTOBER 27, 1952, 


Locker Plants -- 


(Concluded from preceding page) 
Enlist the aid of home demonstration 
agents, power company home econo- 
mists, etc.. in this project. 


Have Annual ‘Open House’ 


“Conduct open house at least once 
a year. Bring the folks of the com- 
munity in to see your modern food 
center. 

Exercise your own ingenuity in 
promoting sales. Enlist the aid of 
your allies in your sales promotion 
plan, such allies as freezer dealers, 
your wholesale food distributors, 
power companies, garden clubs, 
women's clubs, and home economists, 
state college home economics depart- 
ment, etc. 

“An aggressive sales promotion 
program will pay off in increased 
profits,” Jones promised. 

“8. Mistakes in accounting is an- 
other one of the basic causes for poor 
customer relations. Perhaps it would 
be good to review your present sys- 
tem, checking to determine whether 
it is adequately serving you and your 
customers. Remember it is more diffi- 
cult to rectify an error once it comes 
to the customer’s attention than it is 
to prevent the error from occurring. 

Check the billing procedures. Do 
customers understand it? If not, 
simplify it. Are bills rendered at 
regular intervals? Do delinquent ac- 
counts come to your attention 
promptly? Careful checking of bills 
can do much to maintain good cus- 
tomer relations. 


‘Invest’ In Good Advertising 
Program 


“9. Advertising is an investment 
not an expense. Be sure the media 
used is reaching your potential cus- 
tomers. Local newspapers are an ex- 
cellent media. Direct mailing of sales 
promotion materials to a_ selected 
group of prospects, handy food order 
pads are another form of good adver- 
tising media. Local conditions, how- 
ever, determine the best media. 

“10. Would you buy a pair of 
shoes in a shoe store stocking just 
one pair of shoes? Of course not. 
Adequate stocks of merchandise at- 
tractively displayed become a silent 
salesman in your place of business. 
High-light your specials, change 
them frequently. Set up special bar- 
gain centers where people will get 
accustomed to finding good buys. 

“Those are just a few of the plugs 
which will stop some of the leaks 
in your sales and customer relations 
barrel.” 


York Appoints New 
Engineering Managers 
In Streamlining Program 


YORK, Pa.-- Stewart E. Lauer, 
president of York Corp., announced 
that a number of his firm's research 
and development engineers have been 
elevated to newly created positions of 
engineering managers. 

He said the move was designed “to 
streamline the development of new 
products in the ever increasing new 
field of application in the air condi- 
tioning and refrigeration industry.” 

The new engineering managers 
and the products under their super- 
vision are: 

8S. B. Nissley, reciprocating com- 
pressors; R. D. Blum, central station 
air conditioning; R. A. Chadburn, heat 
exchange equipment; J. H. Anderson, 
turbo compressors; S. P. Soling, en- 
gineered applications; P. B. Moore, 
single room air conditioners; A. E. 
Diehl, self-contained air conditioners; 
H. A. Brysselbout, ice makers; and 
P. G. Thayer, hermetic compressors. 

Rodney F. Lauer continues as vice 
president in charge of engineering 
and research, with J. C. Consley as 
chief engineer. 

B. E. James, formerly a vice presi- 
dent with McQuay, Inc., has been 
named assistant chief engineer in 
charge of packaged products and the 
smaller systems sold through distribu- 
tors and manufacturers. 

J. R. Chamberlain is assistant chief 
engineer in charge of industria! prod- 
ucts sold through the firm’s direct 
sales outlets. 

F. J. Allen hes been appointed 
manager of the corporation's engi- 
neering and chemical laboratories. 

J. P. Hare continues as_ chief 
draftsman. 


Phoenix Firm Distributes 
Servel A. C. In North Ariz. 


PHOENIX, Ariz.—Appointment of 
Standard Sheet Metal Works of 
Phoenix as distributor for Servel air 
conditioning products in northern 
Arizona has been announced by Rob- 
ert M. Kell, Servel’s regional air con- 
ditioning manager. 

Peter Hensheid and Floyd Collins 
are co-owners of Standard Sheet 
Metal Works with main offices at 
512 E. Jefferson St. Hensheid has 
been with the company since 1930. 
Collins became Hensheid’s partner in 
1945. 


SAVE 
MONEY 


on polyphase applica- 
tions with the PENN 
Series 270 two-pole re- 
frigeration control. It's 
the most versatile con- 


ak trol in the field . . . it's 
te. really two switches 
bie in one! 28 
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LOW-PRICED 270” 


Currente 
LITERATURE 


To obtain further information on the literature listed below, 
please refer to key number preceding listing. Please use the 
“Information Center” form on “What's New” page. 


128-Page G-E Book Solves 
Home Laundry Problems 
KEY NO. N-1040-———— 
LOUISVILLE, Ky.--How to tint in 
a washer, launder new synthetic 
fabrics, and select proper soaps or 
detergents—.new problems in home 
laundering—-are a few of the ques- 
tions answered in General Electric's 


new book, “With the Greatest of 
Ease.” 

Designed to help homemakers 
utilize their laundry equipment to 


best advantage, the new 128-page book 
is full of authoritative information on 
laundering practices, equipment, and 
cleansing agents. 

Although “With the Greatest of 
Ease” is primarily concerned with 
the use of modern home laundry 
equipment, every phase of home 
laundering is covered. Examples are 
removal of spots from washable and 
non-washable fabrics; cleaning of 
rugs, lamp shades, and upholstery; 
and hand laundering of special pieces. 

Instructions are written specifically 
for G-E appliances; however, they 
may be adapted to other makes. 

The hard-covered, bound book is 
priced at 75 cents and is available 
through General Electric dealers and 
distributors. 


Westinghouse Issues 
Compressor Bulletin 
KEY NO. N-1041 


BOSTON . An eight-page descrip- 
tive bulletin on hermetically-sealed 
refrigeration compressors and con- 
densing units of 75 to 100-hp. ca- 
pacity is available from the West- 
inghouse Electric Corp.'s Sturtevant 
Div. 

This illustrated bulletin, DB 101- 
160, gives the inside story on the 
CLS compressors and condensing 
units: the motors, valves, pistons, 
erank shafts, bearings, and other 
smaller parts are discussed with re- 
spect to the manufacturing methods 
used to make them of better quality 
and higher serviceability. In addition, 
lists of available accessories for con- 
densing units are given. 

A brief table of specifications gives 
technical data on two sizes of com- 
pressors. The standard electrical 
characteristics are also given. 

Two pages of line drawings give 
over-all dimensions of both compres- 
sors and condensing units. 

Copies of bulletin DB 101-160 are 


| available on request. 


| be interested in compiling. Included 


‘Recordabode’ for Xmas 


Reminds Homeowner of Firm , * 


KEY NO. N-1042 


NEW YORK CITY-—Publication of 
the second edition of “Recordabode,” | 
the homeowner’s record book, de- 
signed to serve as a promotion 
medium for firms seeking to influence | 
the homeowner, has been issued by | 
Jackson Publications, Inc. here. | 

The new edition contains only such 
data as the average homeowner would 


are sections for taxes, insurance, im- 
provements, and medical records. 

Recordabode is 8% by 11-in. sheet 
size with choice of red, green, or 
brown thick cover which has ample 
provision for imprinting your name 
and address. There are 32 pages and 
18 features, with space for keeping 
records for 20 to 30 years. 

The book is sold on a quantity 
basis to selected sponsors, the com- 
pany said. Semple copies may be ob- 
tained for 50 cents per copy. 


REFRICERATION 
0 ie t 


Established 1854 


Bulletin 700 Gives Spees 
On New Henry Driers 


KEY NO. N-1043-———— 
CHICAGO— Bulletin 


700 on new 


Henry driers for refrigeration and e 


air conditioning has recently been 
published by the Henry Valve Co. 
The four-page folder gives complete 
specifications on the various types of 
driers the company makes, plus a 
listing of features of the line. 


Catalog Describes 
Flexible Tubing Line 


KEY NO. N-1044-———— 


GUILFORD, Conn. A complete 
line of flexible tubing, in diameters 
from less than 1 to 30 in., is described 
in a new four-page bulletin available 
from Flexible Tubing Corp. here. 

The ducting, made of fabric sup- 
ported rubber or plastic wound on 
helical spring wire coils, is light- 
weight, highly retractable, non-col- 
lapsible, non-kinkable, flexible enough 
to allow up to 180° turns, and re- 
quires no installation skill. 

Uses of the tubing include portable 
and semi-permanent ventilation serv- 
ice, fume removal, dust collection, 
and materials handling, in original 


equipment designs and maintenance | 


applications. 
Catalog C2-3 also includes informa- 


tion on tubing for special applications, 
and on fittings 

Recold Multi-Zone Air 
Conditioners Cataloged 

KEY NO. N-1045 
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Abbeon Issues New Edition 
Of Humidity Facts Booklet 
KEY NO. N-1047. 


JAMAICA, N. Y¥.--ADbeon Supply 
Co. here has announced its new win- 
ter 1952-53 edition of “A Few Facts 
About Humidification.” 

The bulletin covers “What is meant 
by relative humidity”, “What prob- 
lems are associated with low humidi- 
ties", and “How to overcome low hu- 
midity.” In addition it describes Ab- 
beon's various models of industrial 
humidifiers, humidity indicating in- 
struments, and home and office humi- 
difiers. 

Literature applicable to the in- 
quirer’s particular industry or a 
similar industry will be mailed on 
request with the bulletin 


ANOTHER 
LA CROSSE LEADER! 


SELF-CONTAINED BLUEBIRD 
BOTTLE COOLER 


Here is ovtstonding beavty-—here is ao new 
high in convenience, efficiency and economy 
~—here is the popular cooler to head your 
Fall Proft Porade. Only 33%" high the 
Bivebird fits suely under counters ond 
bars, hos easy operating push beck doors 
and is perfect for dispensing milk, dairy 


' products, soft drinks ete. Comes in electric 


LOS ANGELES—-A new catalog on 
Recold “Multi-Zone” air conditioners, 
which are made in eight sizes with 
capacities up to 24,000 c.f.m., has 
been released by Refrigeration En- 
gineering, Inc. here. 


The catalog is labeled No. AC-504. 


Mills Twin-Head Freezer 
Described In Bulletin 


KEY NO. N-1046——— 
CHICAGO — A new three-color 
bulletin TH-852, describing and illus- 
trating the new Mills twin-head, two- 
flavor continuous custard freezer has 


recently been released by Mills In- | 


dustries, Inc. here. 
It covers details of the new design 


| 
and new features. Profit charts, me- | 


chanical specifications, and exterior 
ane interior photographs are ineutes. 


or remote mode, 4—6—8, 
finished in Bive Hommerloid or Stoiniess 
Steel. Truly another LEADER from 1A CROSSE. 


‘LA CROSSE “OI 


Factory and Gen't Offices: 2801 Losey co. s. 
La Crome, Wis. Export Offee: 60 Groad &.. New 
York City. Cante Address: Eximport 


APPLICATION ENGINEER 


ity known oti Mere posi. 
tion to Application Engineer—Age 35 to 45 | 
with experience in refrigeration apptication te — 
food stores, and inetal- 
tations. Desirable for applicant te have bad 
experience in Product Design, Production and 
in working with distributing cutiots. Position 
offers excetiont opportunity ter promotion 


mount: 


$10.25. 


THE ELECTRIC AUTO-LITE COMPANY 


INSTRUMENT AND GAUGE DIVISION, DEPT. A-1 


A DAUTO-LITE | 


| FOR TEMPERATURE INDICATION 


Auto-lite Thermometers are designed to give you the brood. 
est selection for your needs: Priced low and precision mode 
for accuracy, these instruments point the way to tempera. 
ture savings and help to prevent spoilage. Write for catalog 
eT ee ee ee 


iMustrated, at top: Model G Indicating Thermometer, flush 
ing type with capillary tubing for remote reading. 
Priced from $18. At bottom: Model V Thermometer (vapor 
pressure type). Rigid stem for direct mounting. Priced from 


TOLEDO 1, OHIO 
CHVCAGO + SARNIA, CHIARIO 


& NU 
INDICATING & RECORDING THERMOMETERS 
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AIR CONDITIONING & 


REFRIGERATION 


Refrigeration Problems 


and their solution 


by Paul Reed 


For Service and Installation Engineers 


Paul Reed 


Non-Condensables 
In the System (3) 


HiGOH HEAD PRESSURE 
(nine syuMrroM OF 
NON -CONDENSABLES 


Non condensables may cause dead 
apt nm the evaporator test then 
are comparatively § rare A gas 
bound” high aide float may alee rewult 
from non condensables. The chief in 
dication of non-condenaablen in the 
system is an excessively high head 


pressure 

If the head pressure is only a few 
pounds above normal, it may pass 
unnoticed, especially if the system ia 
heavily loaded and the compres 
sor is operating only about one half 
the time or leas If the system is 
carrying about all it can, and the 
compressor ia running most or all of 
the time, excessive condensing pres- 
wure is more apt to be noticed 


nut 


If you personally installed, and 
you have serviced an inatalla 
tion, you should be able to fairly 
accurately judge whether the inatal 


lation is overloaded, whether it is op- 


only 


erating too much of the time, and 
whether the head pressure is abnor 
mally high 

But if the installation is a bit 
strange to you, and you are not fully 
familiar with all of ite history, you 
can justifiably suspect the presence 
of non-condensables in the system if 
the head pressure appears to be some- 
what higher than it should be, and 


if the compressor seema to run more 
of the time than should be necessary 
to carry the load 


HOW TO CHECK FOR 
NON-CONDENSABLES 


any doubts about 
not there are non-con- 
denaables in the system, it is not 
very difficult to check with reason- 
able accuracy. While the compressor 
is running, the head pressure may 
seem high, but it is difficult to deter- 
mine with any degree of accuracy 
whether it is too high or not 

So the first step is to stop the 
compressor, and let it stay off until 
the condenser cools down. Then in- 
stall a pressure gauge on the dis- 
charge service valve or other point 
where this gauge will show condenser 
pressure 

While you are waiting for the con- 
denser to cool off, clamp or otherwise 


If you have 


whether of 


attach the bulb of an accurate ther- 
mometer to the liquid tube from the 
outlet of the condenser to the re- 
Wrap some felt or a dry cloth 
around the bulb of the thermometer 
so that it will reflect condenser tem- 
perature only, and will not be warmed 
by room air 

If it is an air cooled condenser, 
hang another accurate thermometer 
near the clamped-on thermometer, so 
that it will register the temperature 
of the air around the condenser. Then 
wait until the two thermometers read 
the same, showing that the condenser 
is down to room temperature 

If it is a water-cooled condenser, 
leave the water on; that is, let it 
continue to flow through the water- 
cooled condenser. Readjust the water 
valve to “wide-open” to do this. Take 
the temperature of the incoming 
water to the condenser and the tem- 
perature of the outlet water. Wait 
until these two thermometers read 
the same indicating that the con- 
denser has cooled down as low as it 
will go 

Now read the temperature reg- 
istered by the clamped-on thermom- 
eter and look it up in the saturation 
pressure-temperature table for the 
refrigerant used in the system. The 
pressure in the table, corresponding 
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Check for $ 


Trouble-Shooting; 
Control of Moisture; 
Leaks; Care of V-Belts; Lapping Seals, Plates; 


VOLUME 3 


Lost Time and Short Cuts; Refrigerants and 
Tables, Mollier Chart; Two and Three Stage 
Compression; Leaks and Moisture; Electric Cur- 
rents; Single and Three Phase Systems; Motor 


enclosed® [] Bill me 


“Easily understandable --- 
and a great aid to seruice engineers’ 


REFRIGERATION PROBLEMS 
AND THEIR SOLUTION 


in five volumes, J-1, J-2, J-3, J-4, and J-5 


Handy, practical, reference information for the refrigeration service 
engineer, “Refrigeration Problems and Their Solution” Is written and 
interest to salesmen, users, 
who want a fuller knowledge of refrigeration. 


illustrated so as to be of 


You'll like the way Paul Reed has organized his material 

and he writes clearly, making these books easy to understand and a 
pleasure to read. And because Paul Reed has such a wealth of 
practical knowledge of refrigeration, and years of experience behind 
him, you'll find reading these books the next best thing to a person-to-person chat about your 
Conveniently cross-indexed for instant use, ‘Refrigeration Problems and Their 
Solution’ can provide “the missing link"’ in your search for authentic advice on ‘how to make it work.” 


VOLUME 1 


Measuring Temperature; What Heat Is; Tempera 
ture-Pressure Relationships; Components In the 
Compression Cycle; Expansion Valves and Their 
Properties; Capillary Tube; Float Valves; Heat 


sors; 


Exchangers; Oil-Refrigerant Mixtures; Control 4 E 
irculation; Multiple Systems; etc. tion; Evaporative 
Settings, Air Circulation; Multiple System suas Goat of Focke 
VOLUME 2 


Condensers; Compressor Shaft Seals; Defrosting 
Evaporators; Compressor Oil; Charging Refrig- 
Circulation; 


Carbon The Oil Cycle; 


Mystery of the 


USE THIS HANDY FORM 


Business News Publishing Co. 
450 W. Fort St., Detroit 26, Mich. 


Name...... 
Please send Paul Reed's books as follows 
copies J-1, $1.50 each Address... . 
copies J-2, $1.50 each 
copies J-3, $1.50 each City ee ae 
copies J-4, $1.50 each 
copies 1-5, $1.50 each a 


Cleaning Parts 
Noise; Compressors In Parallel; Frozen Compres- 
Service Problems; 
Making Money In the Service Business; Absorp- 


Properties of Water Important In Cooling; Rail- | 
way Cor Refrigeration; Safety In the Field of 
Service Work; Mystery of the Hidden Moisture; 


In Five Volumes J-1, J-2, J-3, J-4, and J-5 


$1.50 per Volume 


*Books sent post-paid if remittance accompanies 
order. 


and others 


VOLUME 4 


Before Repair; Compressor 


Overloaded Motors; 


Cooling; The Heat Pump; 
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Oll Slugging; Copper Plating; 
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to the temperature, should be the 
same as the condenser pressure as 
shown by the gauge on the condenser. 

If the condenser pressure is higher. 
the presence of non-condensables in 
the condenser is indicated. In actual 
practice, you can allow one or two 
per cent for inaccuracy of the gauge 
and thermometer, and for incomplete 
contact between the thermometer and 
the liquid 

But for “Freon-12,” if the gauge 
reads as much or more than 5 p.s.i. 
above what it should, you are justi- 
fied in concluding that the system has 
some non-condensable——-probably air 

in it, and you should try to get 
some of it out. You cannot get all of 
it out, but you can get enough of it 
out that you can disregard the re- 
mainder 

While the compressor was idle, the 
air tended to separate from the re- 
frigerant, and to form at the top of 
the condenser. Remove the pressure 
gauge and crack the discharge serv- 
ice valve slightly. This will purge 
some of the non-condensable out. 
Purge very slowly, so as not to mix 
the refrigerant and non-condensable 
any more than necessary. 

If there are any float valves on the 
system, purge them lightly, from the 
top of their shells. Also purge any 


other vessels, such as accumulators, 
headers, and even receivers, in which 
non-condensables may gather. 

Go back to the condenser, and 
purge it again. In fact, you may have 
to repeat the purging two or three 
times, allowing a little time between 
purges to allow the non-condensables 
to separate from the refrigerant 

Eventually, the gauge should read 
4 pressure within a couple of pounds 
or so above the pressure shown in the 
table corresponding to the tempera- 
ture reading of the clamped-on ther- 
mometer, and you can feel satisfied 
that you have purged out about all 
the non-condensables that you are 
going to be able to remove 


PURGE SAFELY 


When purging, observe the usual 
safety precautions. For the “Freons,” 
methyl chloride, and Carrenes 1 and 
7, see that the room is well venti- 
lated. For the flammable hydrocar- 
bons, butane, propane, ethane, etc., 
be sure that there are no flames near, 
and ventilate well; or purge through 
a tube run to the outside air. 

For sulphur dioxide, purge into a 
vessel of lye water (a can of lye to 
a gallon of water). For ammonia, 
purge into a bucket of water. Never 
purge any refrigerant into the sewer. 


Halstead & Mitchell and Remco Name 3 Factory Agents 


Merle G. Haynes 


Haynes Works In West; 
Wright, Sellars Cover 
7 Southeastern States 


ZELIENOPLE, Pa. 
of three factory representatives for 


- Halstead & Mitchell and Remco, Inc., 
has been announced jointly by the 


two firms. 
Merle G. Haynes will represent the 


two companies in Arizona, California, | 


and Nevada. 


Len K. Wright, Jr. and Jack L. | 


Sellars, who handle the refrigeration 
division of L. K. Wright Co., Cross- 
ville, Tenn., will represent both 
Remco and Halstead & Mitchell in 
seven southeastern states. 

Haynes, who makes his head- 
quarters in the San Francisco dis- 
trict, 
refrigeration industry in various ca- 
pacities since 1923. He has been a 
manufacturer's agent since 1937 ex- 
cept from 1948 
served as western sales manager for 
Sporlan Valve Co. 

Wright has been in the refrigera- 


tion field since 1937, associated with | 


such companies as Ansul Chemical 
Co. and Alco Valve Co. until 1950 
when he joined his father in the L. 
K. Wright Co., which represents 
several manufacturers and is also in 
the brokerage business. Wright op- 
erates out of Orlando, Fila. 


Sellars has been with the Wright | 


organization for the past four years, 
following some years in the radio 
field as an announcer. He headquar- 
ters in Crossville, Tenn. 


_ Women's Shop Air Conditioned 


MONTGOMERY, Ala.—Completely 
air conditioned, John Danziger, Inc., 
women's specialty shop, has formally 
opened in its spacious new home 
here. The new store is located just 
next door to the old one. 

Air Conditioning & Refrigeration, 
311 Jefferson St., had the contract 
for installation of Westinghouse air 
conditioning in the new store. 
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‘VACO PRODUCTS CO., 317 East Ontario St., Chicago 11, Ii 
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THE ORIGINAL, PATENTED 
CROSS-FIN COIL 


The refrigeration coil that changed 
an industry stands today unchal- 
lenged for performance, user satis- 
faction and lasting durability. 
Made from only the finest ma- 
terials by skilled craftsmen under 
exacting standards, every Larkin 
Coil features imbedded fin-to-tube 
contact, swaged connection, silfos 
welded construction, and staggered 
tubing. Write for complete pang 


the original 

emp Units — Evaporative 
Cooled Condensers — Air 
and Coils — Direct Ex- 


MicroMorors 


“OWE OR ONE THOUSAND” 


74 different models in stock 


FACTORY OISTRIBUTORS 


CYCLO-FREEZ CORP. 


MARVIN L. “FERGIE” FERGESTAD 


2120 S$. Lyndale, Dept. A, Mpls. 5, Minn. 


© A complete assortment of sizes 
in one package © Stock control . . . 
at a giance © Fast-moving driv- 
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ROOM COOLER 
NEWS 


Roger Barton (left), Editor 
of “Advertising Agency” 
moageozine, presents Direct 
Mail Advertising aword to 
Dalton P. Fox (right) of 
Jomes & Roach, Detroit 
cir conditioning contrac. 
tor, os E. H. Woodley, 
head of the Direct Moil 
Advertising Association, 
looks on. Campoigns de- 
veloped by Fox won ‘Best 
of Industry” award in the 
retrigeration and air con- 
ditioning closs. 


James & Roach Gets Direct Mail Award 
For Campaign on Air Conditioning, Heating 


DETROIT -—— National recognition 
for its exceptional direct mail cam- 
paign has come to James & Roach, 
Inc., Carrier distributor here. 

The firm has won the “Best of In- 
dustry” award in the heating, ven- 
tilating, and refrigeration class from 
the Direct Mail Advertising Associa- 
tion. 

These annual contests are con- 
ducted on a national basis and the 
awards are made for various indus- 
tries and products. There is no break- 
down within the individual industries 
for manufacturers, distributors, and 
dealers. Last year’s winner in the air 
conditioning and refrigeration indus- 
try, for example, was Minneapolis- 
Honeywell. 

James & Roach’'s ang © was de- 
- — \ 


| most successful 
| and we have majored in direct mail 


IDEAL coouer corroranion 


2953 EASTON AVE + ST LOUIS 6, MO 


signed by Dalton P. Fox, sales pro- 
motion manager for the firm, who 
has beer handling the company's ad- 
vertising for several years. 

The campaign as submitted for the 
award was used from October, 1951, 
through August of this year and con- 
sisted of 32 separate promotions. They 
were planned in advance and mail- 
ings were timed to meet seasonal 
demands. A total of 102,645 pieces 
were sent out during this period at 
a total cost of $7,801.02, the firm 
stated on the contest entry form. 

“The primary objective was to de- 
velop live leads for air conditioning 
and heating equipment. It also served 
to promote service business, build 
prestige, establish dealer contacts, 
and to tie in with other media. 

“This campaign proved to be the 
in our experience, 


for a number of years,” states James 
& Roach. “This season, however, we 
had the weatherman as well as the 
postman on our payroll. They make 
an unbeatable team in air condition- 
ing. 
“Return percentages on reply cards 
ranged from a fraction of 1% to 
22.4%. Returned cards, however, are 
not always a measure of success of 
a promotion in our business because 
of high-dollar unit sales. For ex- 
ample, our poorest mailing in per- 
centage of reply cards received 
proved to be one of our best in sales. 
It produced a lead that resulted in 
an order for $20,000. At times, dur- 
ing the hot weather, telephone in- 
quiries exceeded cards returned by a 
ratio of 6 to 1.” 

In making the awards for the as- 
sociation, the five judges base their 
decisions on four major points, giv- 
ing equal value to each: effectiveness 


; 


| of ice 


| but not essential. 


Representation Wanted 


If you are a Manufacturer’s Representative now calling on truck-body 
highway trailer builders, truck manufacturers, and major truck 


| and mechanical Mobile Refrigeration Equipment in 
Cincinnati, Cleveland, Kansas City 
} 


"sales. Nationally advertised. Previous refrigeration experience desirable 


Address Box 4133, Air Conditioning & Refrigeration News 


or results accomplished; plan and con- 
tinuity; copy; design, layout, and ap- 
pearance. 

Some promotion pieces supplied to 
James & Roach by Carrier Corp., 
such as booklets and leaflets, were 
included in the mailings. All the 
letters, the envelopes, and most of 
the return cards, however, were de- 
signed and prepared by the distribu- 
tor. 


BULK OF PIECES AIMED 
AT CONSUMER 


Bulk of the promotion pieces in the 
firm's contest entry were aimed 
directly at the consumer and were 
devoted to air conditioning. There 
were some mailings to dealers, a few 
on heating, and one on the ice maker. 

A fine example of one of the firm's 
air conditioning letters, and one 
which also indicates the good timing 
of the mailing, is the following, which 
was headed: “Ban on Water Need 
Not Curtail Your Air Conditioning.” 

Body of the letter reads as fol- 
lows: 

“Because of the current water 
shortage, the Common Council has 
just passed an emergency measure 
drastically curtailing the use of 
water for air conditioning. This will 
affect users in all areas served by 
Detroit. 

“Regardless of present or future 
water restrictions, there is a way to 
keep your air conditioning system in 
operation. It’s with a Carrier Cool- 
ing Tower. 


WATER SAVINGS EMPHASIZED 


“The Carrier Cooling Tower is an 
amazing device that operates your 
equipment with only a fraction of the 
water you are now using. About 5% 
in most instances. This means a cor- 
responding reduction of 95% in your 
water bills. A handsome saving for 
the average user. 

“The Carrier Cooling Tower is an 
efficient compact unit occupying 
ing about the same space as a tele- 
phone booth. It weighs but 700 Ibs. 
and is usually located on the roof out 
of the way. It has few moving parts 
and requires little or no maintenance. 
Installation can be made easily and 
quickly without interference to your 
business routine. 

“Let us show you how a Carrier 
Cooling Tower can make you inde- 
pendent of City water supply and ac- 
tually pay for itself while doing so. 
Just mail our card or phone us at 
TRinity 3-5500. There isn’t the slight- 
est obligation attached to our offer.” 


New G-E Dept.-- 


(Concluded from Page 1, Column 4) 
tioning division at Bloomfield, N. J., 
to the major appliance division at 
Louisville last January. Food freezer 
operations formerly were a part of 
the refrigerator department. 

Three executive appointments in 
the new department were announced 
by Donley, who will have his head- 
quarters at Louisville. 

J. Harold Erickson, formerly man- 


ager of finance for the room cooler | 


department, will hold the same posi- 
tion in the new department. He will 
be located at Louisville. 

James F. Young, formerly division 
engineer for food freezers at the 
Erie, Pa., works, was named manager 
of engineering. Roy Johnson, former 
superintendent of food freezer manu- 


| facturing at the Erie works, was ap- 


pointed manager of manufacturing. 


| Both Young and Johnson will have 
| their headquarters at Erie. 


Donley, prior to coming to Louis- 
ville last January as general man- 
ager of the room cooler department, 
had been manager of marketing of 
the air conditioning division since he 
joined the company at Bloomfield in 
1948. 

Erickson, who graduated from Cor- 


There's always one thats better..and in controls its Ranco! 


One just can’t be blind to the fact that Ranco 
controls are the most widely used in the 
refrigeration industry. And the reason is simple: 
dable, accurate Ranco controls are 
available for more than 4,000 replacement 
installations—for domestic refrigerators, 
milk coolers, water coolers and 
commercial units of every type. 
They're the first choice of expert 
refrigeration men everywhere. 


par aah 


Kanco Inc. 
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Summary for August and First Bight Months, tse 
Complete Refrigeraters Only—Sales by Sises—t nits 
AUGUST (16 Companies) 
Domestic 
(48 States Other 
Sites and D.C) Canadian Foreign Total 
1. Less than 4 cu. ft. 
3-4 Gi; 1,713 = 1,837 
3% 5 cu. ft. “ Ba 16 
4 6 cu, ft. 30,008 165 476 30,652 
& 7 cu. ft. 23.558 2.795 1872 28,225 
a F Se Sere 57,359 967 5.410 63,736 
7. 9 eu. ft. 54,328 2,687 1,286 58.301 
& 10 cu. ft 23,339 1,552 1,332 26,223 
% 11 ecu. ft 50,935 - 2,200 1.319 4454 
10. 12, 13 cu. ft. and up 8,930 24 ist 9,361 
ll. Total 250,224 10,689 1t,ee7 T77,085 
FIRST EIGHT MONTHS (16 Companies) 
Domestic 
(48 States Other 
Sites and D.C.) Canadian Foreign Total 
1. Less than 4 cu. ft. 
2 é6eu. & . 15,119 1 2,381 17,501 
3% 5 cu. ft 202 353 wv 572 
4 6 cu. ft. 175,408 3,366 23,180 201,954 
5. 7 cu. ft. 237,749 19,279 22,421 279,449 
6. 8 cu. ft. 552,827 11,470 38,205 602,502 
7. 9 cu. ft. 463,931 41,812 21,013 526,756 
8 10 cu. ft. 243,881 10,573 4,705 263,249 
9% 11 cu. ft. 392,883 10,911 9.949 413,743 
10. 12, 13 cu. ft. and up 67,666 bs] 2,282 70,502 
il. Total 2,149,666 9a ton 12a2438 2,376,318 
Participating companies: Admiral Corp.; Aveo Mfg. Corp.; Coolerator Co., 
The; Deepfreeze Appliance Div.. Motor Products Corp.; Frigidaire Div. Gen- 
eral Motors Corp.; General Electric Co.; Gibson Refrigerator Co.; Hotpoint Co., 
Div. General Electric Co.; International Harvester Co.; Kelvinator Div., Nash- 
Kelvinator Corp.; A. J. Lindemann & Hoverson Co.; Norge Div., Borg-Warner 


Corp.; Philco Corp., Refrigeration Div.; 
frigerator Co.; Westinghouse Electric Corp. 


nell university in 1941 with a degree 
in hotel management, joined the com- 
pany in June of that year, and he 
was appointed manager of finance 
for the room cooler department July 
1 of this year. 

Young graduated from Lafayette 
university in 1937 with a B.S. degree 
in mechanical engineering. He joined 
the company in July of that year as 


a student engineer located at the Erie — 


works. 

In 1945 he was appointed an en- 
gineer with the advanced engineering 
department at Bridgeport. He re- 
turned to Erie in 1949 as assistant 
division engineer for household re- 
frigerator manufacturing and was 
named division engineer for food 
freezers in 1951. 

Johnson joined General Electric as 
an assembler at the Erie works in 
1923. In 1945 he was appointed assist- 
ant superintendent for food freezer 
manufacturing. He was named super- 
intendent in 1951. 


Sanitary Refrigerator Co.; Seeger Re- 


(Concluded from Page 1, Column 4/ 
period. In this year’s eight-month 
period, manufacturers shipped 2,376,- 
318 units, against 2,993,879 during 
the corresponding period of last year. 

Of total August sales, 250,224 units 
went to the domestic market, 22,761 
to foreign marketa. 


DESIGN ENGINEER 


Prominent heating equipment man- 
ufecturer wants experienced, well 
a alr 


Aici 


design engineer to head develop- 
ment section on domestic air con- 


at good pay with the possibility of 
equity interest. 


Box 4126, Air Conditioning & 
Refrigeration News. 
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Mit 140A 

a cape ity “ 

2 apr ity ! 

ape it 
2 apearit 


fitthe Bock District, Corpse of Paginerrs, Litth Heck, Arhanes 


ont aif nd ned bids Jot 4-27 12 Now 


r wlalh and 


reef slab. teller plant with 
tack @ fT high 
Perchasing Branch, Letterkenny Ordnance Depot, 
‘ besbesciuee. Pennsylvania 
Rpere parte for 
refrigeretiom 
(hicage Qeartermaster Depot, Quartermaster Purchasing 
Division, Chicage, Iilimeis 
RID FORMS NOW AVAILABLE DO NOT REQUEST AFTER 
OPENING DATE 
“pere parte for commercial 
refrigeration («expansion 
aives and fittings) 


commercial var 3-34 B 12 Now &2 


‘1 «« 53-3488 it Now 5&2 


GENERAL SERVICES ADMINISTRATION 
Deeeriotion App. He 
le 


os Service Center, General Services Administration, 
bh Clark st., Chicage, Ilinets 


Quantity Batpenee 
° 


Bleetric water coolers Fed 16 es CHD-B1s 11-3-52 
spec. (0- 00006B 

Klectr water coolers «a DCH -59191 11-4-52 
Fed Sper Of-C -00066R 

t. & DEPARTMENT OF STATE 

Division of Central Services (PT), Department of State, 

Waschiegtos, DP. ¢ 

Refrigerator, domestic, § cu 1”) «a (LA-428- 11-6-52 
ft. kerosene operated 900-16) 


CONTRACTS AWARDED THROUGH OCT. 17 


(hicage Quartermaster Depot 


QM Purchasing Division, 
1819 West Pe 


« Road, Chicago 9, Ilineis 


3-122 B Cooler Unit, refrigeration.400 ea., $66,477..-The Bush 
Mfx Co... 179 Bouth Street, West Hartford, Conn 


Department of the Navy, Bureas of Ships, Washington 25, D. C. 


Condensing unit assembly 3 and 5 ton capacity (549-364) 16 
$92,776. Airtemp Construction Corp., Dayton, Ohio 

Kefrigeration plants for photo water cooling, 440 volt, 3 phase 
m cycle (49-439). -16 74.243.--Carrier Corp.. Syracuse. N. Y 

Condensing unit assembly, \ ton, 10, % ton, 10; 1 ton, 10; 2 ton 
» 0 tom, 10 (549-304) $200. 535..-Carrier Corp Syracus. 


N. ¥ 


Ships Parte Control Center, Naval Supply Depot, 
Mechaniesbarg, Pennsylvania 


Hepair parts for compressors. 478, $48.428. -Farrell- Birmingham 
‘ In Anteonia, Conn 

Kepair parts for refrigeration equipment 2.440. $44,014... York 
‘ 


ort 1616 Walnut St.. Philadelphia 3. Pennsylvania 


“SEE YOU AT THE POLLS!’’ 


Nobody knows for sure how it started—this line about “See you at the Polls!” 
we're hearing all over these days. 


Best explanation seems to be that it came from that state candidate out 


weat. 
it out in the alley. 
But he said 


_. His opponent in a debate got all riled up and challenged him to fight 


“I'll settle this the AMERICAN way—lI'll see you at 


the polls!’’ And the audience picked up the chant. 
Now everybody's saying it—and on Nov. 4 everybody will be doing it! 


“*SEE YOU AT THE POLLSI’’ 


“SEE YOU AT THE POLLS!’’ 
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NEWS, OCTOBER 27, 1952 


1. A cooling system for liquids compris- 
ing a conduit providing a tortuous path 
for the liquid to be cooled, which path 
lies wholly within a common plane, a 
refrigerant disposed adjacent said conduit 
and consisting of an independent sealed 
container having a frozen substance there- 
in which substance is a liquid at normal 
room temperature and has a freezing 
point below that of the liquid to be cooled, 
said container having a wall lying 
substantially parallel with the plane of 
said conduit, a solid frozen heat conduct- 
ing buffer disposed between said conduit 
and the refrigerant container and in direct 
contact with each over their mutually 
facing surfaces, said buffer having a lower 
heat conductivity than said conduit and 
said container, and spaced heat conduct- 
ing elements having higher heat con- 
ductivity than said buffer extending 
through said buffer between the conduit 
and said container and in heat conducting 
relation with each. 


2,609,183. CONTROL APPARATUS. Prank 


1. In an air conditioning system for a 
plurality of zones, a pair of ducts for de- 
livering tempered air to said zones, blower 
means for circulating air through said 
ducts, heater means for heating the air 
in one of said ducts, cooling means for 
cooling the air in the other of said ducts, 
branch means for diverting air from each 
of said ducts to each of said zones, mix- 
ing damper means for controlling each 
of said branch means for proportioning 
the flow of air delivered from each of 
said ducts to each of said zones, a sub- 


master type thermostat in each of said 
ducts responsive to the temperature of 
the air in said ducts for controlling, re- 
spectively, the heater means and the 
cooling means, means responsive to the 
difference in static preasure in said ducts 
for adjusting said submaster thermostats, 
apparatus responsive to relative humidity. 
and means connecting said apparatus in 
controlling relation to said cooling means 
in a manner to exercise control of said 
cooling means when said relative humidity 
varies beyond a predetermined value 


2,608,184. HEAT 
Prenkel, 

8 A heat exchanger comprising a duct 
a plurality of rows of heat exchange ele- 


EXCHANGER. Meyer 
England. 


ments within said duct, said elements 
being respectively bathed externally by 
a first fluid traversing said duct and 


traversed internally by a second fluid tak- 
ing part in the heat exchange, a plurality 
of guide-casings for said first fluid each 
arranged around a row of said elements 
and having each an entry for said first 
fluid at one end and an exit for said first 
Muid at its other end, and at least one 
entry-guide-means and exit guide-means 
for said first fluid in opposite side-walls 


ituated between the entry and exit 


of 
length of said heat exchange clements 
for diverting layers of said 
first fluid which have flowed in immediate 


) 


heat exchange substantially 


proximity 
along the elements of said row and have 


taken their part in the heat exchange 
away from said elements out of said 
casing to one side thereof, and for guid- 
ing layers of said first fluid which have 
flowed outside said guide-casing on its 
other side and have not yet flowed in 
heat exchange proximity with a heat e«x- 
change element into immediate heat ex- 
change proximity with said elements of 
said row on their respective continuations, 
to flow therealong in the same direction 
in which flowed the layers which have 
been diverted from said elements, said 
rows of heat exchange elements with their 
guide-casings being spaced adjacent to 
one another so that for adjacent rows 
said entry and respectively exit guide- 
means face one another across alternate 
spaces between guide-casings of adjacent 
rows of elements, each alternate space 
between two guide-casings, into which 
face exit guide-means thus forming an 
exit-space and containing first fluid which 
has already taken part in the heat ex- 
change, and every other alternate space 
between two such guide-casings, into 
which face entry guide-means, thus form- 
ing an entry-space containing first fluid 
which has not yet taken part in the heat- 
exchange, the said heat exchanger fur- 
ther comprising the side-walls at least 
for said exit-spaces, which side-walis ex- 
tend between adjacent guide-casings, and 
baffles situated substantially at at least 
one end of said exit and entry spaces, 
the said baffles at the ends of said entry- 
spaces extending to the wall of said duct, 
for separating space in said duct which 
contains said first fluid before it has 
taken part in the heat exchange from 
space in said duct which contains said 
first fluid after it has taken part in the 
heat exchange 


AVAILABLE FOR LICENSING 
OR SALE 


General Electric Co. offers the patents 
listed below for non-exclusive licensing, 
on reasonable terms, to domestic manu* 
facturers. Applications for license may be 
addressed to the Manager, Patent Services 
Department, General Electric Co., 1 River 
Road, Schenectady, N. Y. 

Pat. 2.585.645. Folding Lid for Open 
Topped Cabinets. Feb. 12, 1952. Reg. No. 
48.614 

Pat. 2,590,061. Industrial Liquid Cooler 
Automatic Liquid Level Control. March 


18, 1952. Reg. No. 48,615. 
(To Be Continued) 
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DOOR GASKETS 
ARE LESS EFFICIENTL 


Like a flat tire, flat door goskets 
- are inefficient. 

_ Add to your profits on each 
service call by inspecting and 
installing new gaskets where 
needed. 


For lasting customer satisfaction 
install JARROW gaskets. 


Subscribe Now 


Receive the greatest trade 


ing, and contracting. 


Conprrionine & Rerriceration News. Published every week. 
Brings you latest news and vital information on household 
refrigeration, commercial refrigeration, air conditioning, 
home freezers; manufacturing, distributing, retailing, servic- 
Only $5 per year, 52 issues. 


Fill in coupon and mail today 


paper in the Industry—Air 


AS CCE 
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AIR CONDITIONING & REFRIGERATION NEWS 
450 West Fort Street, Detroit 26, Michigan 


Gentlemen: Send the NEWS for one year. 
(1 $5 enclosed [} Bill me [] Bill the company 
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TO OBTAIN Lov 
TEWERATURE SETTING: 
Rotete dial until the 
lowest temperature at 
which the control ts to 
operate is indicated on 
¢iel under pointer "A". 


Insert screwiriver here 
to rotate diel, or turn 
knob if knob-type control. 


Gas Heating Controls 


By Service Information Division, 
W hite-Rodgers 


Electric Co. 


TO OBTAIN HIGH 
TEMPERATURE SETTING: 
Remove cover and insert 
screwdriver here. Rotate 
screw — this will cause 
pointer “B" to move, 


Stop pointer "B" at the 
highest rature on 
dial at which control] is 
to operate, 


— 


Fig. 12—After control is set, temperots 


range 
between storting ond stopping points of unit being controlled. 


13—How To Set Controls 
At High and Low Points 


White-Rogers manufactures tem- 
perature controls that use the “Hy- 
draulic Action” solid liquid charged 
temperature sensitive element. 

The elements of many of these 
controls are flexible. The element can 
be bent so that it can be positioned 
to positively feel the temperature to 
be controlled. 

To bend the element, support with 
your fingers that section of the 
capillary where it is joined to the 
diaphragm close to the control case. 
Bend the element so that the radius 
of the bend is not less than 1-in. 

Elements of many of the Hydraulic 
Action controls have a stiffening rod 
inside of the capillary. This rod could 
act as a lever if the element was 
bent without support. A lever action 
might cause the welded junction of 


pointers “A” ond “8” is differential 


the capillary to break at the dia- 
phragm. 


SETTING HYDRAULIC ACTION 
CONTROLS 


To set the control, refer to Fig. 12. 
The majority of White-Rodgers con- 
trols are equipped with dials. The 
number on the dials indicate degrees 
of temperature. 

There are two pointers. One is a 
stationary pointer (fixed indicator) 
located at the top center of the con- 
trol dial. The second pointer is known 
as the movable indicator, it is located 
at the left rim of the dial. 

In the center of the fixed indica- 
tor there is a screwdriver slot. In the 
center of the dial there is also a slot. 

After you have decided on the tem- 
peratures at which the control is to 
operate, proceed as follows: 

(1) Insert a screwdriver in the 
slot of the control dial. 

Rotate the dial until the lowest 
temperature you selected is indicated 


trying to confuse us. 


ELECTION! 


Chapter 2—Whot Price Security? Page 15 
| Chapter 3—it Is Hoppening Here Page 20 


Tih 
i 
? 


FAD. occccvseces Page 33 
| Chapter 6—Little Boys Who 
} Don't Grow Up .... Page 43 
Chapter 7—/s World Wor Ii! 
inevitable? ....... 52 
Part Two—HOW WE GOT 
THAT WAY 


Chapter 8—Unstuffing The Shirts... Page 62 


How To Impress the Boys at the Office 
* 


Right now all of us are subjected to political bushwa. Whether 
we're Democrats, Republicans, or Independents, the politicians are 


What are the real issues? How do they affect you and me? 
What do we, as enlightenedly selfish Americans, really desire? 
This book, written by a friend of yours, gives excellent answers — 
to these questions. Entertainingly it reveals 2 lot of things you | 
can quote in political discussions with friends and neighbors. 


“Inside Dope” wrote it, so you know it will be easy and fun 
to read. Furthermore, it can be useful to YOUR company and 
community as a tool to help sway this all-important November 


Anyone whe wants to win friends, influence voters, and put his _ 
questioning children on the right track should have several copies 
of PEACE AND PROGRESS handy at all times. 


Place your order today, and Be Prepared! 


w 


Contents 


ae oe 


Chapter 9—Efvery Man A King. . 
Chapter 10—Peeping Toms And 
Pompous Titmice.. Page 82 
Chapter 11—Life With Bother... Page 95 | 
Part Three—-WHAT WE CAN 
DO ABOUT IT 


Chapter 12—YOU Are 
Important 


Poge 72 


ar Page 106 

Chapter 13—No Need To Toke 

it Lying Down ... Page 114 
Chapter 14—American Ideas 

Need Emancipa- | 

GOD cccvcovecces Page 123 
Chapter 15—Women Don't 

Talk Enough Poge 132 _— 
Chapter 16—The Forbidden 

Three R's ....... Page 14! 
Chapter 17—Peace And 

For All ......... Page 151 


CONJURE HOUSE DIVISION 
Business News Publishing Co. 

450 W. Fort St., Detroit 26, Michigan 
Please send me 


copies, 
25% discount.) 


of “Peace and Progress” @ $2.95 each. (10 to 100 
10% discount. see te 500 copies, 15% discount. 500 or more copies, 


19 


(2) Insert screwdriver in the slot 
that appears in the center of the 
fixed indicator “A”. Rotate the screw- 
driver and the movable indicator “B” 
will change position. Set the movable 
indicator “B” to the highest temper- 
ature setting you selected. 

The control is now set. 

Any Hydraulic Action control hav- 
ing a dial and adjustable differential 
can be set as indicated above. This 
also includes air conditioning and re- 
frigeration controls. 


Gagarin Moves Up to 
Torrington Presidency 


TORRINGTON, Conn.— 8S. W. 
Farnsworth, president of the Torring- 
ton Mfg. Co., has announced the 
election of An- 
drew Gagarin to 
the presidency of 
the company effec- 
tive Jan. 1, 1953, 
when Farnsworth 
will become chair- 
man of the boarc 

Farnsworth said 
he will continue to 
devote his full 
time to the busi- 
ness. 

Gagarin is cur- 
rently vice presi- 
dent of the company. He joined the 
organization in July, 1946, as a mem- 
ber of the production control depart- 
ment, and served as assistant to the 
vice president in charge of manufac- 
turing, and assistant to the president, 
before becoming 
March, 1950. 

Prior to joining Torrington, he was 
associated with Morgan Stanley Co., 
investment bankers in New York 
City. 

Gagarin was graduated from Yale 
university in 1937. During World 


Andrew Gagarin 


CLASSIFIED ADVERTISING | 


per insertion. Limit & 
word over &. 

RATES for all other classifications §7.50 
per insertion. Limit 30 words. i6¢ per 
word over 530. 

ADVERTISEMENTS set in usual classi- 
flied style. Box addresses count as five 
words, other addresses by actual word 
count. Please send payment with order. 


| SERVICE MANAGER. With good sales 


ability. Fifteen years’ experience in com- 
mercial refrigeration, air conditioning and 


| major home appliances, Desire position in 


| request. Reply to P.O. Box 2983, Carroll 
Station, Baltimore 29. Md 
SALES AND busi t execu- 


vice president in | 


| War II, he served as a line officer of | 


the U. S. Navy in the Caribbean and 
the Aleutians. He completed four 


| years of active duty in 1945, with 


the rank of lieutenant commander. 


Flint ls General Mgr. of 
Utica Firm's Airtemp Div. 


UTICA, N. Y.-—Joseph Flint has 
been appointed general manager of 
Utica Oil Heating Corp.'s newly 
formed Chrysler Airtemp Div., offi- 
cials of the company announced. 

The new division has been set up 
in line with the company’s appoint- 
ment as distributor of Chrysler Air- 
temp heating and air conditioning 
equipment. 

Flint’s experience in the heating 
and air conditioning field began in 
1937 with the General Air Condition- 
ing Co., handling General Electric 
equipment in the Utica area. When 
the General Electric heating fran- 
chise was transferred to Lux Broth- 
ers, Flint transferred to the latter 


| company. 


| in 1940, 


He went into business for himself 
forming the General Oil 
Heating Co. He sold his share in 
that company to Utica Oil Heating 
when he entered the Army. 


MaeNeill Opens Gulfport 
Refrigeration Concern 


GULFPORT, Fla.-- Gulf Heating 


| & Refrigeration Co. was opened here 


recently by William MacNeill. 
MacNeill served with the U. 8. Air 
Force from 1942 to 1945 and then 


entered the refrigeration, air condi- 


tioning, and heating field as an in- 
stallation and serviceman. Later, he 
joined Mote W. Baird & Son, Inc., re- 
frigeration parts and equipment 
wholesaler. 

Recalled by the Air Force, Mac- 
Neill spent 17 months at MacDill 
Field. He opened the new concern 
after being discharged. 


Buffalo Forge Pays Dividend 


“BUFFALO — Directors of Buffalo 
Forge Co. have declared a dividend 
of 50 cents a share on the common 
stock, payable Oct. 28 to stockhold- 
ers of record Oct. 17. 


Wuest Service Firm Opens 


CHALMETTE, La.-—-The Wuest 
Refrigeration Service, featuring com- 
mercial and domestic refrigeration 
and air conditioning service, has 
opened for business at 2521 Delille 
St. Louis Wuest is the owner. 


| TION 


| sulation material 


warm dry climate for benefit of wife's 
arthritic condition. Proven record of past 
background and references furnished on 


tive available after November 1. Fifteen 
years’ experience in commercial refrigera- 
tion, air conditioning and heating induse- 
try. Small and large corporation experi- 
ence. Right age. Aggressive. National 
following of dealers, jobbers, distributors 
and manufacturers representatives. Write 
BOX 4117, Air Conditioning & Refrigera- 
tion News. 

SALES EXECUTIVE, available soon, 15 
years’ experience in all phases of heat- 
ing and refrigeration. Extensive back- 
ground in sales promotion, specialty sell- 
ing, management, advertising and engi- 
neering on both wholesale and retail 
levels. Record open on closest scrutiny 
including average earnings in excess of 
$25,000.00 yearly. Willing to relocate but 
position sought must be substantial and 
have potential. BOX 4124, Air Condition- 
ing & Refrigeration News. 


SALES SPEC IALIST of heating ‘and air 
conditioning equipment open for position 
after November 1. Extensive experience 
specializing in sales-dealer-distributor or- 
ganization establishment and sales volume 
development, merchandising and promo- 
tion of products and business 


RATES for “Positions Wanted” $5.00 | us what 
words. 109 


you have done and what you 


per can do BOX 4118. Air Conditioning & 


Refrigeration News 


WANTED — REFRIGERATING Engineer 
% to 4 with wide experience and educa- 
tional background in refrigeration. Abili- 


| ty to assume responsibility and handle ali 


| ty with their methods will be 


phases of refrigeration inclading testing 
laboratory. Real opportuntty with well es- 
tablished manufacturing comeern located 
in midwest. Applications ,~ in strictest 
confidence. Write now detetis. 
BOX 4123, Air Conditientor & Refrigers- 
tion News. 

AS THE owner ot contracting dealership 
in midwest, I have an opportunity for a 
graduate engineer familiar with estimat- 
ing design, and contro! of air conditioning 
systems. who will be second to me in op- 
eration of the business. Have represented 
Carrier for the past 18 years. So familiari- 
of ad- 
vantage. Tell BOX 


about yourself 


me 
| 4123, Air Conditioning & Refrigeration 


News 


WANTED PRODUCTION engineer and de- 
signer for small plant. Location—central 
Iowa. Old firm. Experienced on coolers 
cases and specialty fixtures. Must know 
combination wood and meta! construction 
Able to handle men and reduce produc 
tion costs. Good deal for top man who 
can qualify. Write BOX 4129. Air Cond) 


| thoning & Refrigeration News 


| WANTED BY distributor in Florida, Serv- 


ice Manager capable of 
directing Service Department, doing serv 
ice work on refrigerators, ranges and 
automatic home laundry equipment. Per 


operating and 


|} Manent position with long established ap 


| pliance 


wholesaler. If interested kindly 
reply giving name, address, full informa 
tion and references, also experience. All 
communications will be held strictly con 
fidential and no references will be con 
tacted unless the applicant is first con 
tacted and permission given to contact 
references, BOX 4131, Air Conditioning 
& Refrigeration News. 


ment. Very aggressive. Ingenuous, Correct 
age for making decisions and handling 


heavy assignments. National acquaintance 
of dealers, distributors, jobbers and sales 
representatives. Small and large corpora- 
tion experience, Write BOX 4128, Air Con- 
ditioning & Refrigeration News 


POSITIONS AVAILABLE 


DISTRICT REPRESENTATIVE wanted 
for Baker Refrigeration Corporation or 
Manufacturer's Representative Liberal 
commission basis. For southern Ohio plus 
southern Indiana territory. Products in- 
clude complete Baker Freon and Ammonia 
refrigeration and air conditioning line in- 
cluding Packaged Store Coolers. Income 
opportunity for $15,000 plus for capable 
man. Please send replies with resume 
and photograph to BAKER REFRIGERA- 
CORPORATION, South Windham, 


Maine 
MANUFACTURER'S 
High quality, 


AGENTS wanted. 
British made thermal in- 
ideal for frozen foods, 
refrigeration transportation, 
Warehoused and distributed § in 


cold stores, 
ete 


| America by New York corporation. Exciu- 


| sive 


territories available. Write giving 
complete particulars and background. 
BOX 4088, Air Conditioning & Refrigera- 
tion News. 


| TECHNICAL SECRETARY. Engineering 


| scripts, 


Society requires mechanical engineering 
graduate preferably having some refrig- 
eration, air conditioning experience. Posi- 
tion includes editing technical manu- 
answering inquiries, 
committee work, and such other duties 
as may be assigned. Write giving details 
of experience, training and approximate 
salary expected. BOX 4096, Air Condition- 
ing & Refrigeration News 
ENGINEER—EXPERIENCED with de- 
sign, test and dehydration of small win- 
dow units. Excellent starting salary. This 
is a long range program and unusual 
opportunity for the right man with a 
leading manufacturing company 
in New York City. Write full details. 
BOX 4099, Air Conditioning & Refrigera- 
tion News. 


PURCHASING AGENT. Leading manu- 
facturer, located in New York City, has 
unusual opportunity for a man experi- 
enced with small window units. Excellent 
starting salary, long range program. Write 
full details. BOX 4100, Air Conditioning 
& Refrigeration News. 

SALES ENGINEERS. Leading manufac- 
turer of air conditioning, refrigeration 
and heating equipment has openings for 
two sales engineers. Areas: New York 
City, Philadelphia. Send resume covering 
age, education, experience. Our present 
sales engineers know of this ad. BOX 
4108, Air Conditioning & Refrigeration 
News. 

ENGINEER: YOUNG man who has rudi- 
mentary 
development of new product and to assist 


| salesmen with technical data. Wonderful 


opportunity for advancement. Location 
Detroit. Write fully. BOX 4118, Air Con- 
ditioning & Refrigeration News. 


SHOP SUPERINTENDENT: Metal work- 
ing plant located near Detroit has one of 
the finest opportunities imaginable for a 
man who can schedule production, handle 
labor and puzh work through a shop. Tell 


located | 


handling | 


knowledge of refrigeration, for | 


NEW--% and %-hp. ‘open 
erating units, air cooled. Price: % hp.- 
$34.24; % hp.-$10260. These units are 
equipped with Chieftain compressor bodies 
and Century capacitor type motors with 
built-in thermal protection. Freight al- 
lowed on quantity orders of 10 units or 
more, may be assorted sizes. Write for 
literature and specifications, ARCTIC- 
AIRE, 1621 Grand Ave., Kansas City, Mo. 


“type” refrig- 


BRAND NEW 1952 frozen food merchan- 
disers original crates. Model FDSISA, 14 
cu. ft, thermopane doors; ultra modern 
superstructure; Kelvinator unit, 6-year 
warranty. Factory list $733.50, your cost 
$371.00. Order. immediately; send for it- 
lustrations MANN REFRIGERATION 
SUPPLY CO., 440 Lafayette Street, New 
York 3, N. Y. 


AT A SACRIFICE—Oven for drying com- 
pressors, 10 ft. long, 3 ft. wide, 5% ft 
high, door opening 334% «x 57", 16 gauge 
galvanized iron exterior lined with 14” 
asbestos board, %” steel plate floor, 44” 
=x 34%” I Beam on ceiling, full length of 
oven. Equipped with fifteen 500 watt, 230 
volt, strip heaters split in 3 phases of 220 
volts. Connections for pump-out compres- 
sor. Sale price, $250.000 F.O.B. Omaha, 
Nebraska. SIDLES COMPANY, 508 South 
19th Street, Omaha, Nebraska. 


ATTENTION SERVICEMEN.Send for our 
new catalog—on controls, valves, relays, 
brass fittings, Y-belts—hermetic and open 
type units. All new merchandise at great 
savings up to 50%; sold on money 
guarantee. WALTER W. STARE 
FRIGERATION, 2833 Lincoln Ave., 
cago 13, Tlinois. 


back 
RE- 
Chi- 


FOR SALE: Surplus inventory. Triple 
glazed display case glass —~ sizes 24° 
x 86” panes 4” thick, to ff 8 ft. display 
cases, Packed six to a crate, brand new 
and in original crates, never opened 
F.O.B. Philadelphia. BOX 
Conditioning & Refrigeration 


$25.00 per unit, 
| 4105, Air 
News. 


PANAMA DISTRIBUTOR: Now handling 
nationally-advertised brand domestic re- 
frigerators; handles own financing, with 
plenty of cash available, good dealership. 
and first clase sales and service organi- 
zation. Can guarantee immediate increase 
in your present showing. Desires change 
Initial negotiations strictly confidential 
Write Distributorship, Box 3464, Panama, 
RP. 


| FOR SALE—Refrigeration Business. South 


ern California. Sales and serv 
and domestic. Top appliance franchises 
Low rent, very clean competition. Man and 
wife can clear ten thousand per year. Can 


ce commercial 


make arrangements to train novice. Sell 
ing on account of health. For detail« 
answer P.O. Box #253, San Fernando 
Calit 

MISCELLANEOUS 


| NORGE SEALED units remanufactured or 
| exchanged. Immediate delivery from stock, 


| for 


2 year warranty. Freon refrigerant. Write 
prices and shipping instructions 
Genuine Norge terminals for Norge sealed 
units. Sets of three, $1.15 plus portage 
MODERN REFRIGERATION CO., Ine 

1241 BE. McNichols Road, Detroit 5, Mich- 
igan. 


THE MASTER SERVICE MANUALS — — — 


— — — and other books of the Refrigeration Library are 
depended upon as textbooks in trade schools from coast to coast. 


BUSINESS NEWS PUBLISHING CO., DETROIT 
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Portable Oxygen Generator for Field Use 
Includes 15-Hp. Refrigeration System 


HARRISON, N. J. Portable 
oxygen generators, capable of mak- 
ing our armed forces self sufficient 
in providing for oxygen in the field, 
have been recently developed, Worth- 
ington Corp. announced recently 

The generators, which include a 
refrigeration system, manufacture 
oxygen for (1) pilots to breathe on 
high-altitude flights (2) engineers to 
weld and cut steel and (3) medicos 
to administer oxygen to our wounded. 

Enclosed in the system is a two- 
stage “Freon” compressor of 15 hp., 
running at 520 r.p.m. which pumps 
“Freon” into a heat exchanger which 
cools the atmospheric air to -65° F. 
The compressor was especially de- 
signed by Worthington Corp. 

After compression the air is lique- 
fied and then separated by distillation 
into oxygen and nitrogen. the latter 
being dissipated into the atmosphere. 
These units have been standardized 
for use both in the U.S. Air Force 
and the U.S. Army. 

Previously oxygen was manufac- 
tured at a central plant and shipped 
in 220-cu. ft. compressed-gas cylin- 
ders. They measured some 5 ft. by 
1-ft. diameter and a tank costing 
approximately $40 was necessary to 
ship about $2 worth of oxygen. 

Now this portable oxygen plant is 
capable of producing 1,200 cu. ft. of 
oxygen per hour. The mobile units 
produced by Air Products Inc. of 
Allentown, Pa. can manufacture 
oxygen wherever needed anywhere in 
the world. 

U.S. Air Force can service tanks 


REMCO loss eliminators 


in high-flying planes right on the 
field with these trailer units. This is 
especially essential today because a 
far greater supply of breathing 
oxygen is required for jet operation 
than for propeller-type aircraft. Jets 
operate at much higher altitude and 
breathing oxygen is required for a 
larger part of the total flying time. 

Another need for development of 
oxygen-producing machines is the in- 
creasing streamlining and compact- 
ness of aircraft. With space on planes 
at a premium, oxygen cylinders were 
being squeezed in wherever manu- 
facturers could find room. Thus, re- 
moval for discharging was difficult. 
With these new machines, the cylin- 
ders can be recharged without remov- 
ing them from the aircraft. 

The U.S. Corps of Engineers puts 
a trailer-mounted oxygen generator 
to good use in demolition and repair 
work. For such purposes as clearing 
away the remains of a demolished 
steel bridge, oxygen from the trailer 
is used in oxy-acetylene torches. For 
repair work, the oxygen is used in 
operating welding torches. 

The Medical Corps combines 
oxygen with anesthesia gases for ad- 
ministering anesthetics during opera- 
tions. It also uses oxygen in tents to 
aid patients. However, with an in- 
creased supply of oxygen, the corps 
may now set up an oxygen “room” 
for several of our troops, rather than 
use individual oxygen tents. 

When a patient is under a tent, 
atmospheric air seeps through bed- 
clothes and mattresses and enters 


FROST. FLARE NUTS 
with forged frost-relief 
slots. No more from 
loosened “creeping” nuts. 


Cross-Fie DRIER FULTERS 
Heavy-duty — with new 

Filter and 
new Remco! Drying Hement. 


E-2-SEE leakproof 
uauw FLO-INDICATORS 


with NEW Flow-Responsive FLAP to 
instantly indicate all variations 
or interruptions of flow. 


The most versatile, dependable liquid ae 
cator on the market—now more efficient with 
its exclusive new FLO-Indicator, which indi- 
cates flow by means of a sensitive FLAP in the 
tubular glass directly in the path of the liquid. 
Now the serviceman can accurately analyze 
the functions of the expansion valve by the 
action or position of the flow-responsive flap. 


All E-Z-See Liquid Indicators are E-Z to 
see thru; positively leakproof; perfectly 
safe for pressures to 500 psi. In sizes 4" 
to 4" —plus new larger sizes in" to 14". 


Send for Literature ond Prices 


during feeding or treatment. In a 
pressurized room, no atmospheric air 
can dissipate the oxygen. 


Navy carriers of the Essex class and 
the big, new Forrestal class. These 
plants also employ a _ two-stage 
Worthington “Freon” compressor 
which operates at 678 r.p.m. with a 
15-hp. motor on a refrigerant tem- 
perature of -85° F. This compressor 
has been designated as the standard 
unit for this application for the U.S. 
Navy. Two condensing units, put 
aboard each carrier for these plants, 
are also supplied by Worthington. 

Previously carriers had to repair 
to shore bases or refueling ships for 
oxygen. With these new oxygen 
plants, substantial shipping and stor- 
age costs are eliminated. 

For example, to store the amount 
of oxygen produced by the shipboard 
system in five days would require ap- 
proximately 545 standard 220-cu. ft. 
compressed-gas cylinders, weighing a 
total of 70,000 Ibs. when empty. 


Thomas Named Operating Mgr. 
Of Westinghouse Supply Co. 


NEW YORK CITY—Thornton 8. 
Thomas, general stores manager for 
the Westinghouse Electric Supply 
Co., also has been appointed gen- 
eral operating manager. 

A veteran of 29 years in the elec- 
trical business, he will make his 
headquarters at the executive offices 
in New York. He will be responsible 
for the installation and direction of 
expense and inventory control pro- 
grams for the company’s 17 districts 
and 111 branches throughout the 
United States. 


Ti adeat sie Lua, te Poe 


Truck refrigeration can now be as fully automatic and 

as stationary plant systems. The Kold- 
Hold “Kold-Trux” Unit refrigerates while you drive 
to maintain any temperature from —10° to +50° as 
long as you want it. It builds refrigeration so smooth- 
ly the driver can’t tell it’s there. For complete details 
send for the new Kold-Trux Bulletin. 


Steel Suppli 
ies -- 

(Concluded from Page 1, Column 5) 
from makers of food freezers, clothes 
dryers, and gas and electric ranges, 
among the appliance group. The shift 
to new models at this time was given 
as one reason for these requests. 

However, he asserted, NPA will 
its tight-fisted policy on 
making supplementary allotments 
until next month at least, when NPA 

to have a clearer idea about 
the actual backlogs of demand on 
the steel mills. 

McDonald also reported that though 
most consumer durables were chopped 
back to the 33% level, some particu- 
lar products will get more steel dur- 
ing the first quarter. 

Refrigerator and range repair 
parts will get 100% of their pre- 
Korean usage, commercial] food equip- 
ment will get from 53 to 68%, and 
home heating stoves and space 
heaters 56%. 

McDonald also revealed that alumi- 
num and copper allotments for the 
first quarter will remain at the same 
levels as in the fourth quarter of this 
year—50O% of base period use for 
copper and 55% for aluminum. 

He said that the supply prospects 
for both of these metals is not clear. 
The current dry spell in hydroelectric 
areas where aluminum is being pro- 
duced is causing electrical shortages 
which are currently costing the 
country the production of 1,000,000 
Ibs. of aluminum a day. 


Peoples Bank Air Conditioned 


HENNING, Tenn. — The Peoples 
Bank here has recently air condi- 
tioned its banking offices, according 
to E. L. Vaughan, local manager. 


Of Airtemp Construction 


DAYTON Appointment of R. B. 
Stotz as manager of the Airtemp 
Construction Corp., a subsidiary of 


» rector of Airtemp 
Construction activ- 
ities in New York, 


R. B. Stotz 


Acc. 

Stotz joined Airtemp in 1945 as a 
field engineer in the Atlanta region. 
He later became regional manager. 

In 1949 Stotz moved to Dayton as 
a sales engineer for Airtemp Con- 
struction. He remained in that ca- 
pacity until 1950 when he was placed 
in charge of all work in New York 
and surrounding area. 

Before joining Airtemp, Stotz 
served as an air conditioning engi- 
neer and consulting engineer at At- 
lanta for eight years. 

Stotz was graduated with the de- 
gree of bachelor of science in me- 
chanical engineering from the Uni- 
versity of Tennessee. He is a member 
of the American Society of Heating 
& Ventilating Engineers. 


JUST ASK US! 


Turn to “What's New” Page for 
useful information on new products. 


_— a pertected and | 
simplified mobile 


a refrigeration unit 


FULLY AUTOMATIC 

POSITIVE TEMPERATURE CONTROL 

ENGAGES AND DISENGAGES WITHOUT SHOCK 
ELECTRICAL PLUG-IN FOR “OFF THE ROAD” OPERATION 


FIELD PROVEN THROUGH YEARS OF USE 
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